










Division of 
UNITED BUSINESS PUBLISHERS, INC. 


, a The Recognized Authority of the Trade 


r 


ae — 


S& Oo =| & @M 








KATZ & OGUSH, Inc. 


| NEW YORK CHICAGO 
: 33 West 60th Street 55 E. Washington St. 





MAY 22, 1930 






175 


LEADING 


RETAIL 
CAN'T 


WRONG 


A\merica’s Leading 
Jewelers are Signing 
up daily with our 
1930Plan (100,000 
lines to date). Be- 
cause the dealer 
advertisements are in 
reality miniatures of 
our national copy, 
the combined effect 
of the two will in- 
crease sales. 
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“Or eourse you can own Gorham - 





beauty of sterling silver! 

But very few women realize that you can 
buy a complete service for eight in any one 
of Gorham's seven most popular patterns 
for less than $260.00. In this service she will 
have 8 teaspoons, 8 dessert forks, 8 dinner 
forks, 8 soup spoons, 8 dessert knives, 8 din- 
ner knives. 8 galad forks. 8 butter spreaders, we invite you to examine our interesting 
&- after-dinner coffee spoows and + table- 
spoons. 

Or. if you cannot give ber the complete serv- 








my lovely service - complete for 8 Typical 
- cost only #240” Gorham 
Dealer-Ad 
That Will 
Bring 
Silver Sales 
to Your 
Store 
Peres * 
76 Proce $240.00 
i 
| perl woman longs for the day when her ice this year, start with a few pieces. Then 
table, too, will gleam with the genuine an later gift occasions edd more toward Ge 


completing the set. 


Here in our store you will also find a wide 
selection of other pieces to match any of the 


collection of sterling silver—the gift that 
retains all of ity original beauty through 
the years to come! 
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Gorham’s National Ads 
Reach 2,000,000 Homes 
Each Month 


, dale 


a4 aes 
ry of? la\dat st 
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For example, The Grogan Company 
of Pittsburgh’ received an order for a 
| complete service for eight in the Dolly 
| Madison pattern from a reader of our 
March advertisement in Vogue. Thou- 
sands of other similar prospects reached 


by our national copy are ready to be 


sold. 
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Should Our Slogan be Modified? 


value to the jewelry trade of its now univer- 

sally known advertising slogan, “Gifts That 
Last,” have not been infrequent and not always 
without justification. Particularly in the last few 
years have objections been heard to the sentiment 
expressed as being contrary to a fundamental 
principle advocated by big business today that can 
be summed up in the term “enforced obsolescence.” 
For most of the other industries have been seeking 
to get over the idea on the public that an article 
made several years ago should be replaced with 
something new. In some industries the idea put 
forth is “a new model every year.” 

But of all the recent criticisms that have been 
made on the jewelers’ motto, probably the strongest 
was that made by the president of the Maryland, 
Delaware and District of Columbia Retail Jewelers 
Associations at the banquet held during the con- 
vention of that body at Baltimore, May 12, because, 
in the main, his objections were not only temperate 
but logical and the plea for a change seemed to 
awaken a responsive chord among a large number 
of the jewelers present. President Sundlun in em- 
phasizing the meaning of “Gifts That Last” in- 
sisted that it could as easily and as well be applied 
to hardware, furniture, pianos, linoleum or the 
products of a number of other industries which fea- 
ture durability as a selling point. He felt that the 
only redeeming quality of the slogan was its brevity, 
but he saw no merit in sacrificing individuality for 
brevity. 

As an alternative, he suggested various phrases, 
such as, “Memories Linger in Gifts of Jewelry”— 
“A Jewelry Gift Today Is An Heirloom of Tomor- 
row” or “A Gift of Jewelry Endures Forever.” Gen- 
erally, he believed the present slogan had “not the 
force nor is it expressive of the individuality which 


(J wate of the effectiveness or even of the 





we, as an industry, should seek to impress upon the 
minds of the public.” . 

There is much in the objections advanced worthy 
of the consideration of the jewelry trade as a whole, 
but, on the other hand, must we not consider the 
danger of making a change or scrapping a slogan 
which has become recognized by the public through 
years of effort and an enormous amount of adver- 
tising? Can we change now without suffering a 
distinct loss even though the change be one for the 
better? Is it possible to add another slogan that 
could be combined with “Gifts That Last” by which 
we can express the individuality of the jeweler and 
the sentiment of the gift, and, at the same time, not 
lose the entire good will that has been attained by: 
years of effort and expense? 

The present National Jewelers Publicity Associa-: 
tion inherited the slogan from its predecessors after 
it had been generally accepted here, in Canada and 
even in England. The slogan has: been and is being 
used, by thousands and thousands of jewelers in 
their advertising and sales promotion. They have 
helped to establish it and are entitled to be consid- 
ered in any movement for a change. The fact that 
they have used it, however, does not necessarily say 
that they will advocate its continuance if a better 
one can be found. 

President Sundlun has brought up a question that 
we think is of vital.interest to the industry, and we 
should like to know what readers of THE JEWELERS’ 
CIRCULAR think about it. Our columns are open to 
all who care to express their opinions. 


Editor. 
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How to Sellf 


Practical Hints to Help the Retail} 


T would be impossible almost to find a man in any 

community who would not be willing to wear jewelry 

of some kind. It may be a watch, a ring, or a pin of 
some nature, but the fact remains—man wants to wear 
jewelry. Many more men would wear much more 
jewelry if they were not afraid of “overdoing it,” and 
losing prestige among their fellow men. As has been 
emphasized in previous issues of THE JEWELERS’ CIRCU- 
LAR, the jeweler is to blame for this state of affairs. 
He very often does not set a good example to the men of 
his community, because he does not wear jewelry him- 
self. 

The better class of men, and these are the jeweler’s 
best prospects for sales, are sensitive about dress. They 
want to dress according to the mode, and follow fashion 
very closely in the make-up of their apparel and acces- 
sories. It is this class of men that the jeweler should 
go out after as customers. They can be induced to pur- 
chase more jewelry for themselves. Once a customer 
for the jeweler these men will be found to be “good 
buyers” of gifts for women as well. 

Red-blooded men are very much afraid of appearing 
effeminate. They have a desire for jewelry because 
there is an inherent taste in every educated man for 
beauty and art. Many of these men wear jewelry be- 
cause it was purchased by loving feminine friends and 
relatives, but they secretly fear the censure of men of 
their own class in doing so. 

It is this condition that the jeweler should combat. 
He should “proclaim from the housetops” the appropri- 
ateness of articles of jewelry for men. He should subtly 
educate men in general to the point where more jewelry 
will be worn as a matter of course, because it is the cor- 
rect thing to do. 

The new modes should be proclaimed in the publicity 
and advertising of the jewelry trade, and by the indi- 
vidual jewelry store. Changes in the fashions of 


Get behind the cam- 
paign now being car- 
ried on to increase the 
sale of men’s jewelry 
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sll] More Men's Jewelry 


stall | Jeweler Build More Business 


jewelry should be energetically broadcast to the men. 
At the same time the folly of wearing “antiques” in 
jewelry with modern dress should be emphasized. 

There is a broad field before the jeweler, a field that 
is ready for the seed and cultivation, and a field that will 
yield a bountiful harvest of sales. This is the men’s 
jewelry field. 

The jeweler who contemplates going after the men’s 
trade should, first of all, go over his stock and find out 
just what the extent of his stock is suitable for men to 
wear. Among the regular lines he will find the follow- 
ing: 

WATCHES—of many types. There is the pocket watch 
of solid make and reliability as a timepiece for certain 
classes of men. There is also a pocket watch of more 
ornate design and equally reliable’ as a timekeeper 
for another class. Then there are the wrist watches, 
both for the sportsman, the worker and for the good 
dresser. In exploiting these the jeweler will find it to 
his advantage to advertise a single type at a time in 
order to reach the class for which it is most suited. 

CHAINS—of various types to suit the needs of the 
wearer, as well as his tastes. The majority of men have 
a single watch chain which has to do duty at all times. 
This is the jeweler’s own fault. He has not told the 
men with sufficient clearness and emphasis that there are 
watches and chains for different purposes. 

RINGS—in a large variety. The majority of men wear 
rings. It is hardly probable that men can be educated 
to wear more than one ring at a time. This would ap- 
pear to limit the market for rings considerably, and it 
probably does, but it does not effectually limit the sales 
of rings. Many of the rings worn by men are out-of- 
date, old-fashioned types. A great many of them are 
worn because of the associations belonging to them. 

But the larger field is in educating men to owning more 

(Continued on page 70) 


The articles shown 
herewith are some of 
the items suitable for 
the average jeweler’s 
stock 
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Outlook for the Jewelry Business 
in June 


JEWELERS’ CIRCULAR indicates that the 

jewelry outlook for June, while not as good 
as in June in the past few years, is considerably 
better than for any other month in the first half 
of the year. This is due to the slight but gradual 
improvement in business but more particularly to 
the fact that June is the month of graduations and 
weddings when more gifts are sold than at any 
time except in December. 

As far as stocks carried are concerned, conditions 
differ. The proposed new tariff, carrying a de- 
crease of 10 per cent on diamonds, has caused deal- 
ers to hold off buying, and stocks will get lower 
each month until the new tariff goes into effect, 
and are considerably lower than the corresponding 
month of 1929. Stocks of silverware should be 
much larger in June than in May, while stocks of 
jewelry will remain practically the same. Watch 
stocks may be larger than last year owing to the 
increases proposed in the new tariff, but will be 
probably less than in May. 

The general tendency of. the trade will be for 
better sales in June than in May with slightly larger 
stocks; but a decrease is expected as compared both 
in sales and stocks to June of a year ago. 


SURVEY of the trade just made by THE 


Collections in June should be better than in May 
for the retailer, the wholesaler and the manufac- 
turer. 


vv Vv 


The Decline of Profits 


EWELERS who have seen their profits decline 
J in proportion to the business done in the last 

year must not feel that the jewelry industry 
alone is falling back, but rather realize that they 
are suffering from a general condition in the busi- 
ness world. That such is the case was clearly 
brought out a short time ago, by Dr. Malcolm P. 
McNair of the Bureau of Business Research of 
Harvard University, at a retail convention in Chi- 
cago. Dr. McNair presented the preliminary re- 
port of 1929 operating expenses and financial statis- 
tics of stores made by the Harvard Bureau, and 
the gist of the study was that expenses are eating 
further and further into the net profits of the 
majority of stores of the country. 

According to the published accounts, the report 
emphasized the fact that the larger department and 
specialty stores are doing a better job than the 
smaller ones and that the specialty stores have the 
edge on the department stores in the same class. 

In summing up the reason for the decline in net 
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profits, Dr. McNair’s report showed (1) that many 
stores show a sales decline and only a few show 
even a small increase in sales. (2) That the effect 
of chain store competition, especially for the smaller 
stores, is most marked at the present time. (3) 
That in most cases, there is too much emphasis put 
on volume instead of controlled operations. 

Volume selling carried out intelligently and with 
high control is eminently successful (as the experi- 
ence of some of the chains testify), but volume 
alone without control may reduce rather than in- 
crease profit, as some merchants have learned to 
their sorrow. 


vv Vv 


The Work of the H. I. A. 


OMETHING (though often very little) of the 
S work of the Horological Institute of America 

and its importance to the jewelry and watch 
trade, becomes known once a year, after the con- 
vention of that body in Washington, but between 
times the average jeweler and watch distributor 
gives little thought to the Institute and even less 
toward its support. Yet if he starts to contem- 
plate the future of the fine watch trade in 
this country, should the great work of this Insti- 
tute be not continued or something of the same 
kind take its place, the outlook presented would be 
a most gloomy one. For fine watches cannot con- 
tinually be sold or even kept 
in demand by the public un- 
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necessary to master the trade, the general conditions 
of employment and, above all, the lack of proper rec- 
ognition on the part of the trade and public of the 
skill and attainments necessary in a man who has 
become proficient as a competent watch repairer. 

Many a man who in the past started in as a 
watch repairer with the idea of mastering the de- 
tails of his profession became discouraged and 
failed to develop because he thought there was no 
inducement for him to go ahead; that there was 
nothing that he could attain in the way of a diploma 
or other recognition that would make his ability 
manifest to the public at large. Today this con- 
dition no longer exists. 

Alone in its work in granting certificates to 
watchmakers who have passed examinations, the 
Horological Institute of America has proved a boon 
to the industry and, for the first time, has offered 
means for recognizing skill, thereby offering in- 
ducement to those already in the profession to 
struggle to higher attainments. In its brief his- 
tory, the Institute has already granted recognition 
to nearly 1000 watchmakers who have passed the 
“Junior” examination and to nearly 400 who have 
passed the examination as certified watchmaker, 
and its work on this line is only just beginning. 
With greater safeguards being thrown around the 
examinations and superior qualifications required, 
the examinatioas and service of this Institute are 
growing more and more a means on which the trade 
can depend to discover competent workmen and 
competent watchmakers de- 
pend as a means by which 





less there are competent 
watchmakers to adjust, to 
regulate and repair them. 
And where are these watch- 
makers to come from when 
those at present engaged in 
the trade retire or die off? 
What is to induce others to 
take their place? 

It needs no careful survey 
of the jewelry trade to show 
that watchmakers of the kind 
necessary to take care of the 
finest grades of timepieces 
are growing scarcer and 
scarcer and that the profes- 
sion holds out little induce- 
ment to young men to join it. 
There are young men who 
might go into it but do not do 
so because of the long time 


to our sales force. 











A Word of Praise 





Clyde W. Blanchard Jewelry Co. 
428 Sixteenth Street, 
Denver, Colo. 


It is with thanks I acknowledge your letter 
of greetings and best wishes and wish to state 
we have the greatest confidence of a fine busi- 
ness this year of 1930. 


I assure you it is a great pleasure to me to 
voice a few words of praise for your New 
Jewelers Circular, and will say that each one 
of our staff reads the Jewelers Circular each 
week. The advertisers bring to us each week 
such help as to keep us posted and to know 
new things, and where we can be supplied. In 
fact we have made sales direct from adver- 
tisements in The Jewelers Circular, as some Bs: 
customers feel they are getting the very latest & 
in jewelry accessories if they see them pic- oS 
tured in your latest publication. 


Your window display service too is much ap- 
preciated, we are always ready for suggestions 
to keep our windows in tune with seasons. 
Your editorials on the Zircon were a great help 


With best wishes for the coming year for 
yourself and your publication. 


Yours very truly, 
(Signed) Clyde W. Blanchard. 


their skill can be generally 
recognized. 

But aside from the work of 
certification of watchmakers, 
the Institute covers a broad 
field for work as a purely 
scientific society, in develop- 
ing the science of horology in 
all its branches; in teaching 
the public the importance of 
time measurement, and bring- 
ing home the dependence of 
business and social life today 
upon accurate time. The hand- 
ful of men composing the 
officers and committees of the 
Institute who have carried on 
this great work, year after 
year, without compensation 
and at the personal sacrifice 

(Continued on page 58) 
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Waterford & Son— 
Jewelers and Watchmakers 


By HAROLD WHITEHEAD 


EPISODE VII 


HE night after Eric and his father had quarreled 

was a quiet one in the Waterford household. Eric 

looked forward uncomfortably to meeting his 
father, so instead of going home to dinner he telephoned 
to his mother and said that he was going to the talkies 
and would not be home until late. 

When he got in that night he sneaked upstairs to his 
room and then breathed a sigh of relief. He did not 
want to meet his father by himself for the first time 
after their row. The next morning he entered the din- 
ing room at 7.30 o’clock and there was his father—by 
himself! 

“Morning, Pop, where’s Mom?” 
tried to be casual. 

“Just gone to the kitchen. Tina has dropped the cof- 
fee percolator, and you know how Mom is if anything 
goes wrong in the house.” Paul smiled as he spoke. 
It was a standing joke in the Waterford household that 
Mrs. Waterford never worried over real trouble, but be- 


The young man 








The Story to Date 


What do you think about the disagreement be- 
tween Eric and his father as told in the previous 
episode? If you are not following the business 
adventures of the young man in the firm of Water- 
ford & Son, start with this installment after read- 
ing the review of the story to date. Waterford & 
Son is the name of a retail jewelry business estab- 
lished in Brent, Ohio, over 60 years ago by the 
father of the present owner, Paul Waterford. 
Mr. Waterford is a conservative, refined gentleman 
of the old school. His son, Eric, who has graduated 
from college and has been a traveling salesman 
for a novelty jewelry concern, comes home to join 
his father in conducting the business. Karl Emden, 
the old watchmaker, and Elmer Catton, the clerk, 
have been associated with the firm for years. Eric 
is anxious to “shake up” the business but his father, 
who treasures the traditions of his craft and his 
fine reputation as a high class jeweler, does not 
take kindly to his son’s ideas. Bijah Jones, a local 
plumber, has married Eric’s sister. He is a prac- 
tical business man and sees the need of a change 
in the business methods of Waterford & Son, but 
does not wish to offend his father-in-law. Eric 
thinks the store should be moved to a better loca- 
tion. Father and son disagree and have a stormy 
session. Now go on with the story. 


came terribly upset over trifles. Not that Tina, the col- 
ored maid, could be called a trifle, for she was 200 pounds 
of Southern good-nature and easy going habits. 

The ice was broken, and Eric found that the dreaded 
meeting was quite easy after all. Mrs. Waterford soon 
returned and the carelessness of Tina provided a sub- 
ject for cheerful teasing for the rest of the meal. 

Father and son left the house together and set off for 
the store in which both of them were so interested, but 
in very different ways. As they neared Maple St. Eric 
gave a little nervous cough and said: 

“Pop,” I’ve been thinking. Here we are nearly in 
June and we ought to do some special advertising, don’t 
you think? I noticed on that card you have tacked up 
in the office that pearls are the gems for June. Shouldn’t 
we make some sort of stab at selling pearls next 
month?” 

“Pearls, yes. And moon-stones are also June gems.” 

“When we get to the store, let’s go over the stock of 
pearls and moon-stones as well and see what we can do 
about it. Shall we?” 

The old jeweler agreed; he felt happy again now that 
the trouble with his son was straightened out. As soon 
as they had cleared away the regular routine work Paul 
opened one of the drawers and took out the small stock 
of moon-stones. ; 

“Some rather good stones among those, Eric. See if 
you can pick out the best.” Paul smiled as he spoke; 
he felt that here was something in which he was undis- 
puted master. 

“You got me guessing now, Pop,” Eric muttered as he 
bent over the small tray on which the stones had been 
placed. Looking them over carefully he finally chose a 
well shaped stone of pale color with a milky sheen. 
“There, that looks pretty good to muh.” 

Paul burst out laughing. ‘“You’ve picked one of the 
poorest of the lot. When you choose a moon-stone you 
must select one with the bluest tinge there is, the bluer 
the stone the more valuable it is.” 

“Well, I’ve learned something today. I know the fine 
ones come almost exclusively from Ceylon. I suppose, 
Pop, that I can say that my education on precious stones 
has commenced, yes?” 

“Hardly; I should not call a moon-stone a precious 
stone; it’s not in the same class as the pearl, of course. 
Also, while the majority of moon-stones come from Cey- 
lon, we get some quite nice specimens from Switzerland, 
from our own country and from Brazil.” 

“While we are on it, Pop. Why isn’t a cultured pearl 
the same as a real one? I can’t see why it isn’t as valu- 
able as a so-called real one.” 
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“Well, the real pearl is a natural product. An arti- 
ficial irritant is placed in the oyster between the shell 
and the mantle in the production of the cultured pearl. 
This irritant or the nucleus as it is called is usually a 
mother of pearl bead. You see, Eric, the value of a gem 
stone is its rarity, so that the cultured pearl becomes 
less valuable as more and more are produced.” 

“But you said one time that it was impossible to tell 
them apart when being worn, so what’s the benefit? 
See what I mean?” 

Paul looked at his son for a long time, then, slipping 
his arm around the young man, answered gravely: “The 
difference between the real and the cultured. While 
others may not know the difference, the owner does. 
And when he comes to sell them the difference shows 
up.” 

“But can they really tell the difference, Pop?” Eric 
asked, interestedly. 

“They can, my boy. The expert pearl men can do it 
with the aid of their eyes and a good microscope, but 
there are mechanical instruments of various kinds by 
which the test can be made with accuracy. Among the 
most elaborate is the endoscope, the invention of a 
French engineer, while others are the nacrescope, der- 
niscope and similar machines. I can’t tell you exactly 
how they operate without studying the diagrams, as I 
am not a technical man, but the pearl trade is using 
them successfully and the tests are so certain that they 
insure the value of a real pear! for all time.” 

Further talk was stopped by the entrance of a cus- 
tomer who wanted a necklace for her daughter. Paul 
showed her some which he had in stock, but when she 
heard the price she exclaimed: 

“Oh, that’s far too much. I only wanted something 
about $10. My daughter only wants it to wear with a 
new evening dress she has. You see, she has this mod- 
ern idea of wanting jewelry to match her costume. It’s 
too bad, for you have such lovely things. Oh, well, I’m 
sorry to bother you. I’m afraid I'll have to go to the 
Brent Department Store. They have some pretty things, 
but when you get something there you see your things 
worn by so many other people, if you see what I mean.” 

Again spluttering vague nothings, she bustled out of 
the store. 

Eric looked at his father from the corner of his eye. 
Then he said in an indifferent manner which he was far 
from feeling: “I’ve had a lot of people after the kind of 
stuff I used to sell for the Gottler Novelty Co. Don’t you 
think, Pop, that we ought to carry a small selection? Not 
to push, you understand,” he added, hastily, “but to have 
when we get the request? It would keep some of the 
business here, you see.” 

Paul shook his head indefinitely. “I hardly think so, 
my boy. You see, we’ve never carried that sort of stuff 
—and besides, we’ve nowhere to stock it; that is, nowhere 
that would be suitable. I certainly wouldn’t display it 
anywhere near the gem stones or the better class line of 
watches we carry. As I see it, that kind of stuff needs 
a room by itself, and we’ve no room to spare. Guess 
we’d better stick to what we know, and let the other fel- 
low have the cheap trade.” 

“There’s a lot in what you say, Pop.” Eric felt en- 
couraged by his father’s words; he noticed that the old 
jeweler was not so positive about the matter as for- 
merly. However, the son was determined to move tact- 
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“Very well put. I got the idea right off. I'll make the 
change,” said Maguire 


fully; he was not going to risk a repetition of the pre- 
vious night’s happening. He grinned mischievously at 
his father and continued: “Of course, we can’t do all 
the trade, but I must admit it jars me to see good money 
come into the store and stand on its hind legs, begging 
to be taken into the family, and then kicked out into a 
cold and cruel world.” 

Paul laughed, and then retorted: “May be something 
in what you say, but it’s the old story that a man is 
known by the company he keeps. At present we keep 
very good company, and it’s a question if we mightn’t 
lose the good company if we consorted with the com- 
mon. Besides, Eric, there’s not much dignity in the 
junk jewelry you used to sell.” 

“Well, as I look at it, this dignity racket can be over- 
played. If it’s a choice between dignity and dollars, me 
for the dollars. You can’t buy candy for the children 
with dignity. Got the dope, Pop?” 

“TI follow your point, my boy, even if it’s hard to when 
you use such weird language. But why can’t we have 
both dignity and dollars?” 

Again the door opened and a short, much too fat man 
came in. He was quite bald and had a very shiny skin. 
He looked the picture of good-natured indolence. And 
as a matter of fact he was just about what he seemed. 
(Continued on page 68) 














Ideas on selling, window display, stock records, mer- 
chandising, advertising,. store system, etc., all of which 
have been tried and tested by successful jewelers. 
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Gathered by Harry R. Terhune 
in his travels around the United 
States for JewseLers’ CigcuLAR 


readers. 


By Harry R. Terhune, Field Editor, THE JEWELERS’ CirCcULAR 


Jewelry Style Show at Bridge 
Party 


ORTLAND, ORE.—Some of the wide- 

awake jewelers of Portland have “tied 
up” with the recent Style Show produced 
by the Oregon-Washington Retail 
Jewelers’ Association. Mrs. I. Aronson, 
proprietor of Aronson’s, 340 Washington 
St., displayed in her windows unique 
costume jewelry which was worn by the 
models. 

When the Monday Musical Club, of 
which Mrs. Aronson is a director, met in 
her home at a charity bridge, part of 
the entertainment was a miniature fa- 
shion show, in which the advertising 
manager of a local women’s specialty 
shop talked on “The Romance of the 
New Fashions,” while two pretty girls 
modeled a street costume and a negligee, 
with appropriate jewelry to match. A 
club member modeled the famous $100,- 
000 silver mesh dress, manufactured by 
Whiting & Davis Co., worn at the Style 
Show, and two other members displayed 
three diamond bracelets from the Aron- 


son store. 
* * * 


Community Credit Policy 
Stimulates Collections 


ASHINGTON, D. C.—A community 

credit policy adopted simultane- 
ously by jewelry, department and vari- 
ous other kinds of stores in a western 
city is reported to have stimulated col- 
lections generally though there have been 
some unfavorable reactions. Before the 
adoption of this policy the collection 
percentage of local department stores 
was reported to have averaged 40 per 
cent or a little better, some of the spe- 
cialty stores having had considerably 
higher percentages. 

Statements were sent to every account 
on the books of participating stores on 
the first of two successive months, point- 
ing out that local members of the Retail 
Credit Men’s Association had adopted 
the policy of considering a charge a 
monthly accommodation due in full the 
first of each month and payable by the 
tenth. Newspaper advertisements re- 
producing these slips ran simultaneously. 


Holds Oldest Wedding Ring 
Contest 


EW YORK,—Lambert Bros., Third 

Ave. at 58th St., are featuring a 
“Who is wearing the oldest Lambert 
Wedding Ring’ contest, the winner of 
which will receive a diamond wedding 
ring. Two other gifts are offered as 
prizes. 





Who is wearing the oldest 





Lambert Wedding Ring? 


Were you one of the first women to wear a 
Lambert wedding ring, purchased years ago when 
3 Lamberts’ was New York’s newest jewelry store? 

To the women possessing the oldest three rings, 
: Lambert Brothers, in celebration of the opening 
of their new store, will present three gifts. 


Three Gifts to be Awarded Owners of _ 


Perrrrrr 





Oldest Lambert Wedding Rings 





To the of the 
— Diamond Wedding Ring 
we ant Sdet rag: Sterling Silver Flower Bowl 


To the owner of the 
3 third oldest ring: Sterling Silver Candlesticks 
If you feel that you possess one of these old 
wedding rings, write Lambert Brothers a letter, 
giving the date of purchase, your name and 
address, and other information which will help in 
making a decision. Replies must be sent in by 
mail, and must be post-marked not later than § 
midnight, May 24. 


LAMBERT BROTHERS 


Third Avenue at 58th Street 


Lambert Brothers will shortly announce their 
Removal to the New Lambert Building, 
Lexington Avenue and 60th Street 























How Lambert Bros. advertised old wed- 
ding ring contest 


All that is necessary to enter the con- 
test is to send your name, address and 
date of purchase and other information 
which will assist the company in making 
the awards. Newspaper space is being 
used to attract attention to the event, 
which will close midnight, May 24. 


* * * 
Cameras Help Sales in 
Columbus 
OLUMBUS, OHIO—Quite a few 


credit jewelry firms are picking up 
considerable extra business by featuring 


cameras. Those stores located in col- 
lege towns apparently do better in this 
field than the ones in strictly industrial 
or agricultural centers, as the universi- 
ties are recommending the use of cam- 
eras in nature study work. When the 
credit jeweler realizes the comparative 
small investment and the quick turn of 
a stock of cameras, it may open up 
a new profit-producing department. 
Respect for the camera business is in- 
creased by the knowledge that the 
average sale price is better than $25. 
That compares very favorably with the 
average price per item, of the majority 
of jewelry sales. Many credit houses 
sell the cameras at list price plus an 
additional 10 per cent carrying charge. 


* * * 
Jewelers Form “Hole-in-One 
Club” 
TLANTA, GA.—A _ “Hole-in-One” 


trophy is a successful publicity idea 
worked by Megahee & Tomlinson, well- 
known Atlanta jewelers. 

Anyone making a “hole-in-one” on any 
of Atlanta’s municipal golf courses is 
entitled to the trophy—a small silver 
trophy cup engraved with the name of 
the winner and the date of his hole-in- 
one. 

The cup, with the necessary engrav- 
ing, costs the firm $8. From last Sep- 
tember, when the plan was introduced, 
to January, 1930, a total of 15 cups have 
been presented to members of the store’s 
“hole-in-one” club. 

Aside from the publicity secured by 
the stunt, Megahee & Tomlinson have 
realized a direct increase in sales as a 
result of the plan. 

To illustrate, one boy who made a 
“hole-in-one” and received the trophy 
came baek a few weeks later and pur- 
chased a watch for his sweetheart. At 
Christmas time he came in and secured 
another watch for his mother, and only 
a short time ago he purchased a ring 
for himself. 

In many instances the plan has re- 
sulted in similar direct sales, even 
though it is regarded primarily as an 
advertising proposition and the cups are 
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paid for out of the percentage set aside 
for advertising. 

In cities smaller than Atlanta, the 
actual cost of presenting a “hole-in-one” 
trophy would be, of course, considerably 
less. The value of the publicity would 
remain the same. 


* ¢ * 


Gives Away Money 


ANESVILLE, OHIO.—As an ad- 

vertising stunt, Pollock Bros., Zanes- 
ville, Ohio, are giving away real money. 
Only a penny, to be sure, but it 
is set in white metal so that it may be 
carried as a pocket piece. All the sup- 
posedly good luck omens are stamped 
on the metal on one side. 

The reverse has a message for the 
more practical minded, for it states that 
if this coin is returned to the store, it 
is good for $2 on any jewelry purchased 
of $20 or more. The fact that it is real 
money causes people to carry the pieces. 


* * * 


Tea for Junior Leaguers 


HATTANOOGA, TENN.—Smart re- 
tailers would do well to invite Junior 
Leaguers to tea in their silver rooms as 
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bridge score pads or tally cards and 
supplying them to their patrons and 
committees in charge of large civic card 
parties free. 

Dr. Jack Eisler, an optometrist in 
Bayonne, N. J., employs this method 
of advertising and recently donated 
more than 400 to various clubs and 
bridge parties. The actual cost of the 
pads is very small. 
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* * * 


Store Attracts Ultra- 
Fashionable 


T. LOUIS.—Silverware on beautiful 

tea tables, tastefully placed on rare 
antique pieces forms the very distinctive 
atmosphere of the West End store of 
Heffern & Neuhoff, jewelers. Jewelry 
you would only expect to find in the 
palaces of Europe, and Chateaus of 
France is located in this room, a copy 
of one of the wings of the Metropolitan 
Museum of New York. 

It has become a very popular rendez- 
vous for the ultra smart and only re- 
cently a tea was held by this company 
who were able to induce a very promi- 
nent debutante to preside. 





Junior Leaguers having tea in the store of Edwards & LeBron, Chattanooga 


did Edwards & LeBron, leading Chat- 
tanooga, Tenn. jewelers for over sixty 
years. 

The finest china, cut flowers and gor- 
geous linens furnished an _ exquisite 
background for the sterling service 
which was used, giving these handsome 
brides-to-be a chance to get a real close- 
up of what silver they would necessarily 
select for their new homes. 

Colorfully illustrated—“The Art of 
Table Setting”—by Lillian M. Gunn— 
was given the Junior Leaguers to car- 
ry home with them. 


* * ** 


Presents Bridge Pads 


EWARK, N. J.—Jewelers find an 
interesting type of advertising in 
placing the firm name on attractive 


Solving Customer Parking 
Problem 


ASHINGTON, D. C.—A merchants’ 

parking association in a West Coast 
city has provided five parking lots on 
which more than 30,000 cars a month 
can be handled at an average cost of 
five cents each, according to an unofficial 
report received here. Some of the lots 
permit free parking for an hour and 
some for two hours. Traffic rules are 
rigidly enforced and a charge made for 
additional time. The tickets are vali- 
dated by member stores, each being 
charged according to the number of tags 
it validates. The lots were chosen with 
regard to traffic in their immediate 
vicinity, but all are made available to 
customers of any of the stores of the 


31 


association. No downtown department 
store is over a block and a half from one 
of the lots. 


The association, which has 70 members 
at present, is open to any local mer- 
chant. Practically the only office ex- 
pense is said to be for the salary of one 
clerk. It is claimed that the parking 
provisions have made it possible for 
greater numbers to shop in downtown 
districts, and that the merchants feel the 
cooperation has been a great help to 
them, especially during the Christmas 
shopping season, and that it was partly 
responsible for a substantial increase 
in buying. 


ss * * 


Replaces Stolen Wedding Gift 
via Air Mail 

TLANTA, GA.—Myron A. Freeman 

& Bro., local jewelers, demonstrated 

the effectiveness of quick deliveries in 

emergencies when it ordered, and re- 

ceived via air mail within an interval 

of 24 hours, a silver platter mailed from 
Providence, R. I. 


The story connected with this order 
illustrates how quickly the retail jeweler 
can get delivery on important orders. 
A customer had purchaser a complete 
set of silverware for a wedding present. 
The day before the wedding the platter 
was stolen. An appeal to Myron E. 
Freeman and Bro. to find another platter 
was made. So at 12 o’clock a long- 
distance telephone call to the factory 
was placed. At five o’clock, the com- 
pany had put the platter in the air mail 
for Atlanta. It was received next morn- 
ing. 

The event was used as a window dis- 
play with all features revealing the 
store’s facilities for rendering service. 
According to Mr. Freeman, this char- 
acter of display has far greater value 
than the mere display of merchandise, 
however wide the stock or attractive the 
pieces shown. It has a news element 
which when properly promoted will at- 
tract the people passing the store. 


* * 


Thimble and Diamond 
Customers Welcomed 


INCINNATI, OHIO—Just how far 

a high grade jeweler can go in run- 
ning specials without hurting his pres- 
tige can best be answered, by the ad- 
vertising of the Frank Herschede Co., 
which appeared in one issue of a local 
paper. One ad was a dignified story of 
fine diamonds the other a one-day dollar 
special. 

The store limits its window displays 
to two gold cases in each of its spacious 
windows, yet believes it to be advantage- 
ous to have the uniformed doorman 
courteously open the door for the dollar 
special customers. Selling gross lots of 
sterling silver thimbles at 30 cents each 
during a Wednesday special is con- 
sidered good business. 
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Left to right— 
Jade images of 
Kwanyin, God- 
dess of Knowl- 
edge; Kaylan, 


Photo by courtesy of Chinese Gems Co. 
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spirit of Confu- 

cius; and of a 

stork, a symbol 
of longevity 


The Lure of Chinese Jade 


A word about an industry that remains comparatively 
unknown to the outside world 


sce HE jade industry is one of the most interesting 
in China,” says American Consul General Edwin 
S. Cunningham, at Shanghai, in a report just re- 
ceived by the Department of Commerce in Washington, 
D. C., on the subject. 

“It is truly Chinese,” he continues. “The trade is 
carried on under highly competitive conditions, with 
a small margin of profit. Its activities, complex as 
they are, are conducted on an international scale, and 
the labor employed is well organized into unions or 
guilds. It is the only one of many such industries in 
China that remains comparatively unknown, except in 
bare outline, to the outside world.” 

It is pointed out in the report that “jade for export 
consists of necktie pins, cuff buttons, bracelets, ear- 
rings, finger rings, watch charms, pendants, beads and 
other ornamental pieces. Buddhas are usually made of 
white jade and are bought by foreigners. Green jade 
stone and ‘shou-shan’ stone are wrought into all kinds 
of figures and vessels, of which effigies, birds, animals, 
ancient wine cups and sacrificial vessels are for sale 
mostly in Europe and America, while incense burners 
are popular among the Japanese buyers. It is almost 
impossible to order by sample and the American im- 
porter therefore must depend largely upon the discre- 
tion of his representative in China. 

“The export duty from China is 5 per cent ad valorem 


plus a surtax of 24% per cent ad valorem and other 
charges. Jade pieces generally are sent to the United 
States by parcel post and require American consular 
invoices. The price per piece of jade varies from 50 
cents to several thousand dollars. The average Ameri- 
can has just begun to appreciate articles from one to a 
few dollars apiece. In recent years Chinese have be- 
gun wearing diamonds and foreigners jade.” 

In connection with jade exports to the United States 
the report continues: 

“The Returns of Trade of the Chinese Maritime Cus- 
toms give the following figures for imports of jade stone 
into Shanghai from foreign countries; 1925, 10,133 
lb. valued at $27,061; 1926, 25,466 lb. valued at $63,516; 
1927, 22,799 lb. value at $35,038, and 1928, 33,867 Ib. 
valued at $52,017. 

“No statistics show the exports from all China to 
foreign countries. Jade is included under ‘jewelry.’ 
Declared exports of jade ware from all China to the 
United States form 1925 to 1928, inclusive, are as fol- 
lows: 1925, $26,420; 1926, $149,265; 1927, $133,373, and 
1928, $419,404.” 

The report states that “Canton is the principal jade 
carving center and Peiping is second. Most of the 
green jade is carved in Canton and exported. White 
jade is produced in Peiping, Shanghai and Soochow, 
and usually confined to the manufacture of bracelets 














nfu- 


mbol 
Ly 








May 22, 1930 


OOO 


for men, belt buckles and objects such as 
incense burners, vases and artificial flowers. 
Canton sets the style for many articles and 
it is exceedingly difficult for workmen in 
other parts of the country to copy it, for 
lack of standardized machinery or tools. 
Likewise, Shanghai styles are not easily 
copied in Canton. On the whole, the work- 
men in Canton are more skilled than those 
in Shanghai, owing largely to the more 
thorough organization of the unions or 
guilds. In Shanghai many women and 
children are employed. 

“The contractor or industrial organizer 
owns the workshop and tools and solicits 
orders. Earnings are divided so that the 
contractor gets 60 per cent and the work- 
men 40 per cent. From his 60 per cent the 
contractor provides food and lodging as well as the 
workshop. Cutters, bracelet makers, plain carvers and 
‘lowery’ or ornate carvers usually are organized in 
separate groups or unions. The highly specialized 
ornate carvers are paid about 50 cents a day, while the 
other groups receive 20 cents. Apprentices serve three 
and one-half years without pay other than a few dol- 
lars three times a year, at festival times. 
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Jade vase valuetl at $12,- 
000 in the collection dis- 
Gump’s, San 
Francisco 
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“The jade industry owes considerable of 
its prosperity to the tourist trade. Guides, 
who are well organized, generally take tour- 
ists to the retail jade stores and assist in 
the selection of articles. The average 
store employs about seven persons and does 
an annual business of approximately 
$10,000. In Peiping regular Chinese fairs 
are held ‘at various temples, on days fixed 
according to the lunar calendar. Jade 
dealers set up booths at these fairs, which 
are well patronized by both Chinese and 
foreigners. The jade articles in widest de- 
mand among their customers are Buddhas, 
birds, flowers and beads. It is said that 
the Peiping trade amounts to as much as 
$1,200,000 a year. 

“There are over 600 firms in Peiping, al- 
most all located outside of Chienmen and Hatamen, of 
which only 125 are members of the jade guild. Some 
operate on a small scale and work on raw materials sup- 
plied by their customers; others sell jade articles but do 
not manufacture them. The larger firms usually buy 
their own raw materials, work them into articles and 
sell them on their own premises.” 
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How jade is dis- 
played in a most 
appropriate set- 
ting and sur- 
rounding in a 
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special Chinese 
Room at the es- 
tablishment of 
Koke, Slaudt & 
Co. at Los An- 
geles, Cal. 








_ Her Dressing [able Is Her Pride 


The New Feminine Vogue as Expressed in Enameled Toilet 


THE JEWELERS’ 








CIRCULAR May 22, 1930 


Accessories Opens an Avenue of Increased 
Profits for the Jeweler 


HE dressing table has again come into its own 

and once more milady of fashion brings forth the 

rich toilet accessories instead of hiding them in a 
secluded place. 

Once more the tall cologne vials and slender toilet 
bottles reflect the personality of the debutante and the 
modern matron. Pastel colorings so dear to the heart 
of every woman today are reflected in beautiful enamels 
fashioned in dressing table accessories. Long handled 
mirrors in gossamer tints express hand cut crystal, while 
the opaque brush designs and the translucent enamels of 
the bottle tops and powder boxes show the artistic genius 
and skilled knowledge of the supervising artist. 

Fifth Avenue showed a great interest in the unusual 
display of enamel shown in the windows of one of the 
oldest and most prominent retail jewelry concerns of the 
metropolis. The selection of leaf bud green silk used 
for the body of the dressing table and the cleverly shirred 
top done in the Empire period, reflected in the modern 
dress, shows the richness of execution of this window 
display. 

On either side of the dressing table are clusters of 
mirrors created in pastels with hand painted floral pieces 
for center decoration. Some are overmounted on a cen- 
ter medallion of cream enamel, bringing out the sharp- 
ness of the pattern. Others show the centerpiece 
mounted with lapis-lazuli, hand carved jade, carnelian 
and amethyst. 

The tall bottles in etched or carved crystal punctuate 
the necessity of dissonance. That is to say, when color 
is expressed in clusters or deep tones the accent of crys- 


tal breaks up the monotony or brings out a sharpness 
just as the baguette is used to either tie in a pattern or 
design or break up the somewhat undesirable effect of 
too deep colorings. » 

This return of toilet accessories to the dressing table 
is of importance to jewelers in all sections of the country 
and should be an added incentive in stimulating the sales 
of these articles. There is nothing that delights the 
heart of a woman more than to have at her disposal a 
fine assortment of toilet articles on her dressing table, 
and now that the vogue for color is so pronounced she 
can carry out the color scheme of her boudoir according 
to the dictates of her own fancy. 

Feature this idea in your advertising and selling work 
and take advantage of the profits it will bring. The wed- 
ding and graduation season is fast approaching and now 
is the time to go after this business. Gifts of dressing 
table accessories are always acceptable to the bride, and 
the girl graduate of high school or college is just as keen 
to have her dressing table up to date. 


HE alert jeweler will find that by calling particular 

attention to the present vogue for dressing table 
accessories in his advertising and direct mail promotion 
work and by stressing the fact that such articles are now 
being featured in New York and other centers in window 
displays that attention will be quickly centered on the 
new vogue and that he will thus increase his sales. The 
articles displayed in the window shown above are typical 
of the new vogue. The window display was shown by 
Black, Starr & Frost-Gorham, Ine, 
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June the Month of Brides 


Get Your Share of the Wedding Gift Trade 


T is so easy to send the wrong sort of gift to the 
bride’s house! Thoughtlessness, 
ping, lack of interest and blind spots before the 
eyes are some of the excuses for this deplorable June 
malady. But with a little forethought, with shopping 
at the right places the right gift may be chosen, and 


everybody made happier. 

The young host and hostess 
will entertain. Therefore they 
can use, unusual pieces of fine 
silver—the after-dinner coffee 
service; the tea service; a hand- 
some tray; the chest of silver if 
it is a gift from a parent or a 
close relative of the couple. 
Any sterling tableware is in ac- 
cordance with good taste and 
always acceptable. 

A set of silver water goblets 
for the table or other beverage 
goblets, or six or a dozen hand- 
some etched crystal or colored 
glass goblets may form the 
nucleus of a charming dinner 
or luncheon set which the new 
bride will later select for her- 
self. 

For the dining table as well 
as the living room, there are 
silver and pewter cigarette 
boxes and ash trays, brohze 
trays and boxes, and small 
bronze candlesticks and figures 
for the mantle. There are fine 
porcelain and crystal candle- 
sticks, rose jars and lamps 
among the wedding gift possi- 
bilities for the shopper. 





Window display 
of silverware for 
the bride at the 





hurried shop- 








Copy Hints for June 


ERE are some suggestions for 
newspaper, window or inside 
display cards. 


The ideal wedding gift is something from 
the jeweler’s. 

No matter what the price you want to 
pay, we can help you choose a gift the bride 
will like. 

If your wedding gift is to become a family 
heirloom, make it sterling silver, engraved 
in our finest lettering. 

Give the bride a handsome clock and she 
will always find time to give you a grateful 
thought. 

Do you want your wedding gift to look its 
value and stand out among the other gifts 
beside it? Leave it to us to make it look 
its worth. 

Sterling silver for wedding gifts combines 


the highest in usefulness with the most at- 


tractive in beauty. 

Life long values in beautiful plated silver 
make wedding gifts the bride will adore. 

Our check list of wedding gifts helps you 
to avoid duplicating what someone else has 
given. But, of course, we gladly exchange 
duplicates. 

These are the standard brands of silver- 
ware we recommend as most suitable for 
wedding gifts. The bride will recognize 
their value. 

Precious stones, beautiful glassware, won- 
derful silverware; of such are the most 
desirable wedding gifts. 


monogram and key. 











The close personal friends of the bride may choose 
to give her more intimate tokens of this happiest day— 
jewelry. <A brooch, graceful shoulder pin, charming 
enamel and gold vanity case for the going away bag, 
or a jewel case of handsome leather with gold or silver 
The custom is growing among 


grooms to supplant the bride’s 
gifts with something exception- 
ally lovely from the man in the 
case. A beautiful piece of jewel- 
ry is always the choice of the 
most generous. A bracelet of 
diamonds and sapphires to con- 
tribute added sparkle to the 
wedding day, guard rings of 
sapphires, diamonds, rubies or 
emeralds to be worn with the 
wedding and engagement ring; 
a shoulder pin of emeralds and 
diamonds; a wrist watch of rare 
design and handsomely set with 
her favorite precious stones; a 
strand of lovely pearls with a 
diamond clasp; dashing ear- 
rings of lovely platinum con- 
struction set with little dia- 
monds. 

The choice of any wedding 
gift must be made with several 
considerations in mind; the re- 
lation of the giver to the bride 
and groom; the style of living 
which the young couple will 
follow; the mount to be spent 
by the purchaser. Frequently, 
tactful advice may be proffered 
by the sales person as to the ap- 
propriateness of a gift. 


store of Baker & 
Baker, Marietta, 
hio 
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June Anniversaries 


3. Jefferson Davis’ Birthday—Holiday 
in several Southern States. 

3. Birthday of King George V of 
Great Britain—Holiday in Canada. 

14. Flag Day—Observed in Public 
Schools. 

15. Fathers’ Day—Gifts that last for 
Fathers. 

17. Bunker Hill Day—Holiday in Bos- 
ton. 

21. Great Seal of the United States 
adopted, 1782—Show replica in display 
window. 

June Weddings. 

Graduation. 


June Weddings 


Statistics to the contrary, the June 
Wedding is of most importance to the 
jeweler. The June Bride publicity 
creates wedding gift business throughout 
the entire year. 
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Suggestion for Graduation Advertise- 
ment Layout 
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Birthstone—Pearl 





June Window Displays 

Jewelers may wisely introduce a 
greater dramatic note into their June 
displays than in other months. The June 
Bride, the Girl Graduate, and Father 
provide the human interest that makes 
a dramatic display, not only permissible, 
but advisable. 

Everyone is interested in the June 
Bride even when they are not connected 
with a coming wedding event. The 
jeweler’s interest in June Brides lies in 
opportunities to sell more wedding gifts, 
but the exploitation of the June Bride 
not only brings direct sales of gifts dur- 
ing June, but has a cumulative effect 
which is felt during the entire year’s 
selling of wedding gifts. 

The June Bride may be introduced 
into the window displays in various 
ways. Pictures of brides, of weddings 
and of wedding activities will help to 
visualize this event. Other symbols con- 
nected with the wedding are wedding 
bells, altar scenes, hearts, cupids, bridal 
bouquets, orange blossoms, doves, con- 
fetti, rice, old shoes, etc. 

Dolls apparelled as brides have often 
been used with telling effect. An In- 
diana jeweler built a raised dais in the 
center of his window and covered it with 
white satin. On this dais was posed the 
bride in all her wedding finery. Numer- 
ous pieces of jewelry suitable for bridal 
gifts were displayed, together with a 
modern wedding ring prominently shown 
reposing on a satin pillow. 

Another jeweler spread before the 
curious gaze of the public a very dramat- 
ie wedding scene; the bride and groom. 
bridesmaids and other attendants all 
properly apparelled were represented by 
dolls appropriately posed. Wedding 
gifts were spread around the floor of 
the window. 

A jeweler created considerable inter- 
est in his display by picturing brides of 
all lands, each apparelled according to 
the customs of her particular country. 
In the center of this group a larger doll 
represented the American bride most en- 
trancingly. 

Another jeweler displayed a wedding 
procession. In this case the figures were 
cut-out representations several inches 
high. Each was appropriately colored 





(Continued on page 69) 
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Flower—Honeysuckle 


“Through the Pearl’s charm, the happy years 
Ne’er see June’s golden sunshine dimmed with tears.” 


Appropriate Selling Events 


Gifts for June Brides. 
- Gifts for Wedding Anniversaries. 
Bridesmaids’ Gifts. 

Gifts for Graduates. 

Modern Wedding Rings. 

Special Silverware Selling. f 
Pearl Jewelry—June’s Birthstone. 
Gifts that last for Father. 
Wrist Watches. 

Summer Costume Jewelry. 
Sports Jewelry and Accessories. 
Traveling Accessories. 

Toilet Articles for Summer. 
Sports Jewelry for Men. 
Cameras and Supplies. 

Vacuum Bottles and Tourists’ 

quisites. 

Hot Weather Electrical Appliances. 
Water Sets and Glassware. 
Diamonds—every month. 

Fourth of July approaches. 

Belts and Belt Chains. 

Cigarette Lighters, Cases, ete. 


Re- 
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Silver 
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Suggested layout for Wedding Gift 
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“Cash or Credit” 


An address given by John D. Enright, before the Annual Convention of the 


Pennsylvania Retail Jewelers Association at York, Pa. 


FRIEND of mine suggested that he thought 
oA a six-round bout between a credit jeweler and 

myself would be quite fitting for the enter- 
tainment of the jewelers assembled at the Pennsylvania 
Retail Jewelers’ Convention, but a thought of that kind 
is very far from my mind at the present time. 

I have no desire to enter into any controversy with 
my friend, the credit jeweler, for I am forced to admire 
many things he has accomplished 
during the past years that fit in 
with my idea of just how a jewelry 
store should be conducted. 

The recent convention of credit 
jewelers in Philadelphia was, indeed, 
a most splendid one and worthy of 
the united praise of the entire in- 
dustry. The credit jeweler has 
placed in our midst a very fine type 
of store with modern fixtures, up- 
to-date windows, splendid displays, 
and these stores are carrying today 
the highest type of merchandise and 
advertising that is quite extensive. 
These three things I thoroughly ad- 
mire him for, but his methods of 
selling merchandise does not always 
fit in with my ideas as to the proper 
means of selling our goods. 

In reviewing these methods known 
as account openers, I have found the 


SS 


buying. 


confidence. 





Pertinent Points from 
a Practical Talk 
@ The man 


speculates on good will is 
doing business on margin. 


today who 


@. The public today is not 
satisfied with 


@ Employ a good adver- 
tising man—and tell the 
world the advantages of 
cash buying. 


@ Imitate the credit jeweler 
with modern ways of doing 
business — plus old - time 


were sold various articles by the credit jeweler and in 
each one of these instances they were to people who, in 
my mind, were thoroughly irresponsible. 

One of these instances was a young man who never 
before purchased an article of jewelry, and after finding 
him in possession of a fine wrist watch, I inquired if 
someone had presented it to him, when he informed me 
that he paid nothing down and “a promise a week.” I 
knew at the time that it was only a 
question of a very short time when 
the collector for this particular 
house would be hot on his trail to 
get the necessary payment per week 
and that they would eventually have 
to take back this timepiece. 

I often wonder what the credit 
man. does with this merchandise 
when he is forced to bring it back 
into his store. I am sure it is quite 
a problem and quite a costly one. I 
could tell many more instances simi- 
lar to this one, but most people who 
have made purchases from a credit 
jeweler have always remarked 
“never again.” 

The credit jeweler has told me at 
different times that his lossses do 
not average more than two per cent, 
and with this always comes the 
thought why is it necessary for 


installment 








credit store selling such things as 

canary birds, electric irons, perco- 

lators, toasters, fish aquariums, cigar humidors, ferns 
and various plants with the merchandise sold in many 
ways that apparently does not build up that soundness 
and foundation so necessary to the future growth of our 
business. 

Very often an article is sold, for instance, a watch, and 
if the customer requests an additional purchase at that 
particular time, the salesman avoids the request until 
such time as the first sale is very nearly paid for and 
then he is instructed to follow through with an addi- 
tional sale; in other words, the idea is to keep the cus- 
tomer constantly on the books. 

During this period he cannot give the purchaser the 
benefit of a nice engraving job which goes to make up 
the completeness of a jewelry gift that adds a little touch 
of individuality that makes it more acceptable. In my 
experience I have found that the credit jeweler is selling 
an unknown field or a group of people who have not here- 
tofore purchased jewelry. 

I have several instances in mind of individuals who 





some manufacturer to carry a sep- 
arate line of merchandise made up 
especially for the credit jeweler with a heavy mark-up. 

In regard to the advertising by credit jewelers, I ad- 
mire them for their display space, but I do not altogether 
agree with the type of advertising: “Nothing Down,” 
“Ten Cents Down,” “Fifty Cents Down,” does not seem 
to fit in with the high type of merchandise we are sell- 
ing. “I Trust You” and “Bring an Honest Face” are 
just a few of the captions displayed by the credit 
jeweler. 

Concerning collections, I have noticed the means 
toward this end from various sources and I know that 
many of these stores today are in the hubub of excite- 
ment very often with two or three girls using the tele- 
phones constantly all day in their anxiety to trace the 
“skip.” 

Outside the counter we very often find the constable 
awaiting orders. Back in the office we will find the pro- 
prietor peering over his ledger, with a stenographer at 
his side, directing the mailing of special delivery letters 
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to some of the bad accounts. These letters are fre- 
quently mailed by special delivery and so placed that 
they will be delivered during the wee hours of the morn- 
ing with the thought, I presume, to get the person in 
question out of bed to accept the letter and thereby 
scare him into taking care of his obligation. 

In summing this all up I fail to see where we can 
build up the necessary good will that we have for years 
contended was the foundation of our business, and 
frankly I firmly believe that the man today who specu- 
lates on good will is doing business on margin. 


Now let us turn back and review the old jeweler, the 
cash jeweler, if you will, that we have known for many 
years. No doubt he is rather self-satisfied, is one of 
the pioneer merchants whose store front, windows and 
counters are relics of the early days and in many ways 


John D. Enright, the new president-elect of the Penn- 


sylvania Retail Jewelers Association, in his address be- 


<q000> 


advertising that is quite extensive. These three things I 


thoroughly admire him for.” 


| fore the convention at York, said: 
“The credit jeweler has placed in our midst a very fine 
type of store with modern fixtures, up-to-date windows, 
splendid displays, the highest type of merchandise and 
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stated that twenty-five per cent of the American popula- 
tion have incurred monthly obligations larger than their 
incomes. 

He further states while installment selling has un- 
doubtedly had a stimulating effect on business, it has also 
in many cases had a disastrous effect on consumers. In 
an article by Arthur Fertig & Co., appearing in the 
Statistical Bulletin of the Army and Navy Stores, New 
York, entitled “Retail Installment Jewelry Business, 
May lst, 1930,” sales per retail unit declined four per 
cent and the average sale to consumer declined 16 per 
cent in 1929 as compared with 1928. 

With these quotations ever present in the daily paper 
for your perusal, I believe there is no need for the cash 
jeweler to be undecided today on this question of cash or 
credit. If your business is not as good as it has been in 


<q000»Y 








compares with the store of “Waterford & Son,” now be- 
ing featured in THE JEWELERS’ CIRCULAR, but whose 
answer to suggestiors is “I have done business with that 
front for thirty years and I guess it is good enough for 
me.” 

They may have been justified in a way, a few years 
ago, but, jewelers, the situation has changed somewhat 
in the past few years and it is absolutely necessary to 
place in your store the finest fixtures of the present day, 
and beyond all question tie up the old yellow gold watches 
and old merchandise that is cluttering up your cases and 
throw it into the old gold pot. 

Imitate, if you will, the credit jeweler and with the 
modern way of doing business, plus the old-time in- 
tegrity and confidence that you have built up over a 
period of years, and you will find that your receipts will 
be just as good as ever, that the buying public today is 
not satisfied with the present system of installment buy- 
ing. 

I can quote no other than Dr. Clyde Wm. Phelps, head 
of the Department of Economics, University of Chatta- 
nooga, in his address before the annual convention of 
the National Association of Credit Men, in his article in 
‘the Philadelphia Record of May 14 last, in which he 


the past few years, it is no doubt due to the present gen- 
eral business depression and not to the credit jeweler. 


As I mentioned before, the credit jeweler is selling an 
unknown field, is doing a good missionary job, and these 
customers that he is educating to buy jewelry will be 
into your stores at a later date. As a remedy I would 
suggest, as a physician, to employ a good advertising 
man and through the medium of the press and over the 
air we may tell the world the advantages of cash buying 
to prove to the buying public that it is not necessary to 
put a mortgage on your engagement ring. Why should 
a girl bind her future with a ring that she cannot actu- 
ally call her own? 


Surely the “only girl” should be asked to accept no 
less a symbol of love than a ring which is actually paid 
for. 

All these advertisements may tell many stories. 
“How will you answer her unspoken questions?” “After 
the first flush of ‘excitement and surprise that greets the 
sight of her gift a thousand questions will race through 
her mind.” “Is it nicer than Betty’s, Ruth’s or Sarah’s? 
Is it paid for and where it come from?” These the ad- 
vertising doctor can draw up for us and help us to tell 
the dear public who we are and what we stand for. 
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Proposed Diamond Tariff Reduction 








Stimulates Market 


London Dealers Already Note Beneficial Effect—Old Silver Sold at Christie’s—Old Trick 


LONDON, May 8.—The proposal to re- 
duce the U. S. A. tariff on polished dia- 
monds to 10 per cent already has had a 
stimulating effect on the diamond trade 
this side, and optimism for future busi- 
ness is now very marked. Diamond mer- 
chants in general anticipate higher 
prices for the polished goods. Accord- 
ing to Backes & Strauss, the Holborn 
Viaduct diamond house, American buy- 
ers are now preparing to replenish their 
stocks. “A very optimistic feeling among 
all branches of the diamond trade is the 
result of the news from the U. S. A. 
which reports that the committee has 
now agreed to reduce the tariff on pol- 
ished diamonds entering the country to 
10 per cent, while rough will be admitted 
free,” said a partner in the firm this 
week. “As this is practically certain to 
be confirmed by the Senate in a very 
short time, prices on the Antwerp and 
Amsterdam markets have stiffened per- 
ceptibly on hearing that many American 
buyers are on the point of embarking for 
Europe to fulfill the long felt need of 
replenishing their greatly diminished 
stocks. The greatest confidence is felt 
by all concerned regarding the future of 


_the diamond industry, and the fact that 


prices have stood the test despite the 
serious crisis all over the world in every 
commodity is the best proof of the sta- 
bility of diamond values. Business must 
necessarily better itself, backed as it is 
with this feeling of security.” 

K * 


The Drapery Exhibition at Islington 
at which only trade buyers are allowed 
to glimpse the new fashions in piece 
goods, quite definitely pronounces the 
doom of the short skirt, despite the fight 
of post-war women to prevent their 


Worked on Jeweler 
By Jack Brooks 


knees being covered up again. The new- 
est dress fashions call for a number of 
new ideas in jewelry ensembles. The 
Morning Post suggests that Hollywood 
does not anticipate fashions with un- 
canny precision—it creates them. For 
a long time the protest of the manufac- 
turers of dress materials that economy 
in dress lengths is ruining the trade fell 
on deaf ears until from Hollywood came 
pictures of popular screen stars wearing 
ankle-length skirts. 


* * * 


An action brought in the King’s Bench 
Division on a Lloyd’s burglary insurance 
this week hinged on the alleged jewelry 
loss of some $150,000. The plaintiff is 
Albert Edward Tilley, trustee for the 
firm of W. Lewis, this business having 
been carried on in Hatton Garden by the 
brothers—William and Harry Lewis. 
The defendant is Henry B. Hill, an un- 
derwriter. In October, 1927, the Lewis 
property was insured for $80,000. The 
following August the premises were en- 
tered and the safe opened. Although 
many thousands of dollars’ worth of 
jewelry was untouched, it was reported 
that something like $150,000 worth of 
gems had been stolen. At the time of 
the alleged robbery one of the Lewises 
was playing golf and the other was at 
the seaside. In April last year, the court 





was informed, a $7,500 diamond chain 
was found in the office rubbish bin, and 
later a packet of stones worth $2,500. 
The defense is that the firm suffered no 
loss at all, that the claim is false and 
fraudulent and that there are breaches 
of the conditions of the policy. The case 
is adjourned. 
* * 

At Christie’s auction room this week 
the remarkable prices being paid for old 
silver pieces were again emphasized, a 
bell-shaped Elizabethan salt cellar near- 
ly seven inches high and dated 1586 
fetching $8,000, or $700 an ounce. A 
silver-gilt toilet service realized $2,650. 
It was a gift from King Edward VII 
to Prince Palfy of Hungary. 

x ~ 


Jewelry retailers who handle quality 
cutlery as a sideline will be in a position 
to stock a bigger variety of foreign goods 
next year. The safeguarding duty on 
imported cutlery expires at the end of 
this year and will not be renewed. The 
duty has had the effect of keeping out 
considerable foreign cutlery in direct 
competition with the Sheffield article. 
Sheffield manufacturers are not over- 
joyed at the prospect of a flooded cutlery 
market, but the retailers are not worried. 

* * ok 

A man walked into a Southsea jewel- 
ry store recently and asked for diamond 
rings to show his wife. The jeweler said 
he could not take any away unless a rep- 
resentative of the firm went along. The 
customer agreed and an assistant accom- 
panied him to one of the exclusive hotels 
of the town. The assistant waited in 
the lounge while the customer went up- 
stairs to show the rings to his wife. He 
never came back. 
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Opposes Price Maintenance Bill 


WASHINGTON, D. C., May 19.—Chester 
H. Gray, Washington representative of 
the American Farm Bureau Federation 
has filed a communication with the House 
Committee on Interstate and Foreign 
Commerce opposing the Kelly resale 
price maintenance bill. 

The bill has been favorably reported 
to the House by the Committee and a 
special rule for its consideration is to be 
asked. 

“Neither proponents nor opponents 
had an opportunity to present their views 
properly,” the communication to the com- 
mittee says. It is also contended in the 
letter that in view of the Federal Trade 
Commission’s investigation of resale 
price maintenance, no action on a matter 
of this character should be taken until 
the Commission has reported its findings. 

“It is obviously unfair,” the communi- 
cation continues, “to compel the farmer 
to pay a price over the retail counter for 
many necessities of life in regard to 
which the retailer has no option other 
than to charge his customer whatever 
the manufacturer has determined upon 
in the way of price.” 


* * * 


Chefoo, China, a Clock Manufacturing 
Center 


WASHINGTON, D. C., May 17.—Chefoo 
is rapidly becoming important as a clock 
manufacturing center, according to 
\merican Consul Leroy Webber at Che- 
foo, China, in a report to the Depart- 
ment of Commerce. 


“The local industry received an im- 
setus by the starting there, in 1927, of 


a new modernly equipped plant. Total 
output in 1929 amounted to 30,000 
clocks. It is expected that during the 


current year the output will be increased 
to 37,000. Probably 70 per cent of all 
the clocks made are of the mantle type. 
These are extremely popular among the 
Chinese. The remainder of the output 
is the standard wall type.” 

The Consul states further that “the 
clocks manufactured in Chefoo are of the 
old-fashioned standard wall and mantle 
types, highly decerated in a manner 
which appeals strongly to the Chinese, 
but which would not be so popular among 
foreigners. The retail selling prices vary 
from $5.20 to $13.00 Mexican; wall 
clocks selling at prices varying from 
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$6.00 to $13.00 and the mantle types from 
$5.20 to $8.10. 

“Besides eliminating Japanese compe- 
tition from the local market, the Chefoo 
clock, which is said to enjoy an excellent 
reputation as regards quality and price, 
is now also being sold to the overseas 
Chinese in the Philippines, Dutch East 
Indies, Rangoon, Singapore and Man- 
churia. 

“All the mechanical parts of the 
clocks, with the exception of the main- 
springs, are made in Chefoo. The latter 
are imported from Germany. Steel wire 





is also purchased from that country. 
The brass and zine are obtained from 
Shanghai and Japan. The white enamel 
used on the face of the clocks is of Amer- 
ican manufacture and is_ purchased 
through Shanghai importers.” 


ee # = 


Imports and Exports Show Decrease 
During April 


WASHINGTON, D. C., May 19.—There 
was another falling off in both imports 
and exports for April compared with the 
same month of last year according to 
the Department of Commerce. April 
imports were valued at $308,000,000 
compared with $410,666,000 in the same 
month of last year while April exports 
were valued at $334,000,000 compared 
with $425,264,000 in April of last year. 
In April of this year the value of the 
excess of exports over imports was $26,- 
000,000 compared with $14,598,000 in 
the same month of last year. 

For the four months ending April this 
year exports were valued at $1,463,313,- 
000 compared with $1,844,889,000 in the 
same period of last year while for the 
four months ending April this year im- 
ports were valued at $1,201,144,000 com- 
pared with $1,532,823,000 for the same 
four months of last year. For the four 
months period of this year also the ex- 
cess of the value of exports over imports 
was $262,169,000 compared with $312,- 
066,000 for the same four months of last 
year. 


By L. M. Lamm, Washington, D. C., Correspondent 


Investigation of Chain Store Growth 
by F. T. C. 


WASHINGTON, D. C., May 19.—The 
Federal Trade Commission in carrying 
out its investigation of chain store 
growth and development now has on 
hand or in process of collection data that 
will insure an answer to most of the 
questions raised in the Senate chain store 
resolution, the Commission announced in 
an interim report of progress transmit- 
ted to the Senate on Monday. 

The Commission makes known its plan 
to conduct comparative price studies this 
year in several cities yet to be designated 
following the completion of the survey 
already begun in Des Moines, Iowa, and 
its vicinity. Previously there had been 
price studies in this city and Cincinnati 
involving comparisons of chain and in- 
dependent stores on thousands of items. 

The comparative study of chain and 
independent prices is the largest single 
division of the chain store inquiry aside 
from the huge task of sending out ques- 
tionnaires and compiling the returns. 


€ * * 


Bolivian Tariff Increased to Discour- 
age Importation of Luxury Articles 


WASHINGTON, D. C., May 17.—The 
Bolivian tariff has recently been revised, 
for the double purpose of discouraging 
the importation of luxury goods and in- 
creasing the government revenue, by the 
addition of 30, 40 and 50 per cent to 
the former rates provided for such 
articles. The new rates became effective 
April 24 according to Vice-Consul E. G. 
Trueblood, at LaPaz. Former rates are 
given in parenthesis. 

Jewelry and other articles of gold and 
platinum, with or without settings or 
mountings or precious stones, pearls, 
imitation and semiprecious stones, en- 
ameled or not, 7 per cent (5 per cent); 
jewelry, hollowware and other articles 
of silver, with or without settings or 
mountings of imitation stones, precious 
or semiprecious stones, enameled or not, 
21 per cent (15 per cent); articles of 
silverware not otherwise specified, in- 
cluding toilet sets and other toilet ar- 
ticles, the principal material being silver, 
28 per cent (20 per cent); unmounted 
precious stones, 74% per cent (5 per 
cent); raw material of mother of pearl, 
ivory, and tortoise shell, not otherwise 
specified in the tariff, 37% per cent (25 
per cent). 
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Interpreting the Tariff Law 





Seven Thousand Protests Submitted to United States Customs Court in April—Over Nine 
Thousand Protests Decided, Many of Interest to Jewelry Trade 


Interpreting the tariff laws after they 
have been passed by Congress is a task 
which consumes the undivided attention 
of nine federal judges, appointed to the 
United States Customs Court, at New 
York. Hearings before this federal cus- 
toms tribunal are held practically every 
day in the year and it is surprising to 
note that, with the present tariff law in 
operation since September, 1922, there 
were submitted to this court, in April of 
this year, 6958 protests. In the same 
month, there were decided by the court, 
9672 protests, many of which are of 
interest to the jewelry trades. 

At the time of writing, the fate of 
the tariff bil! is somewhat in doubt. If, 
however, some way is found out of the 
parliamentary difficulties, and import 
leaders here believe that some way out 
will be found, a great mass of new tariff 
litigation will result. The schedules have 
been so changed as to create many new 
questions and it is predicted that the bill, 
now under consideration, will produce 
more litigation than any tariff bill that 
Congress has so far written. 


PENDANT WATCH CASES 


Many of the protests handed down are 
what are known as “abstract decisions,” 
based upon some previously decided test 
case. The majority of these are unim- 
portant as they establish no new point 
in law. 

One of the decisions rendered by the 
Customs Court recently, reduces the 
tariff rate on certain pendant watch 
cases, imported by the Bruner Watch 
Co., M. Arnstein & Co., Inc., De Fruce 
Bernstein, B. Gibson, B. Klein, R. H. 
Macy & Co., J. J. Schmuckler and the 
S. Weissman Co., Inc. ‘The items in 
question, Judge Sullivan rules, should 
have been assessed with duty at the rate 
of 45 per cent ad valorem, under Par. 
367, Tariff Act of 1922, rather than at 


By Frank VAN LEER, Jr. 


80 per cent ad valorem, under Par. 1428. 
Refund is directed by the court. 


SHORTAGE CASES 

In decisions by Justice Cline, of the 
Customs Court, shortage claims of O. 
Maire, Inc., of New York, covering cer- 
tain watches, and of the Star Import Co., 
New York, covering certain pearl beads, 
are granted. In each case the protest is 
sustained as to the amount of shortage 
reported by the appraiser and the col- 
lector of customs is instructed to reliqui- 
date to that extent. 


REAL MARCASITE STONES 

Sustaining protests of H. W. Robin- 
son & Co. and L. Heller & Son, Inc., of 
New York, the Customs Court finds that 
certain real marcasite stones, subjected 
to duty upon entry, at 40 per cent ad 
valorem, under Par. 214, Tariff Act of 
1922, should have been taxed by the col- 
lector at only 20 per cent. ad valorem, 
under Par. 1429. Judge Young writes 
the decisions of the court. 


HoLLOW WARE 


In decisions sustaining protests of the 
Adie Silver Corporation, et al., the Cus- 
toms Court reaches the conclusion that 
certain hollow ware, assessed at 60 per 
cent ad valorem, under Par. 399, Tariff 
Act of 1922, should have been assessed 
at only 40 per cent ad valorem, under 
Par. 389, Act of 1922. Chief Justice 
Fischer writes the opinions in these 
cases, granting protests of Crichton & 





Co., Ltd., N. I. Dorffman, Frederic Hen- 
jes, Jr., Inc., Maillard, the L. S. Holtzoff 
Co., the Waldhorn Co., Inc., of New 
Orleans; Henry Amdur & Sons, Inc., 
Imoto Bros., American Express Co., 
Mogi, Momonoi & Co., Inc., and the Nara 
Trading Company. 


SMALL CAMEO 


A small cameo, representing a wo- 
man’s head in white on a black base, 
was the subject of a test case brought 
before the Customs Court by A. Moscini, 
New York. These cameos, upon entry 
through the customs, were classified as 
imitation precious stones, not faceted, 
and duty was collected at the rate of 60 
per cent ad valorem, under Par. 1429, 
Act of 1922. The question involved in 
this case was whether these imitation 
cameos, imported in various colors, were 
faceted or not. They are rectangular 
with rounded ends and four beveled 
edges. Judge Sullivan, in a rather 
lengthy opinion, concludes that from “the 
weight of the testimony,” these cameos 
are faceted and, therefore, should pay 
duty, as claimed by the importer, at 
only 20 per cent ad valorem, under Par. 
1429, Tariff Act of 1922. 


LIquID FISH SCALE 


The Customs Court, in acting favor- 
ably upon protests of J. H. Meyer Bros., 
Inc., New York, decides that imported 
merchandise, consisting of the shiny or 
pearly parts of fish scales, used in the 
manufacture of artificial pearls, is duti- 
able at 10 per cent ad valorem under 
Par. 1459, Tariff Act of 1922. The col- 
lector’s assessment at 20 per cent ad 
valorem, under the same paragraph, is 
set aside by the court. 


METAL POWDER Boxes HELD 
BE JEWELRY 

The Titan Shipping Co., acting for 

certain importers, recently protested the 


Not To 
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DESIRABLE SPACE FOR RENT 


Very desirable location ready for 
immediate occupancy, may be had now in 


THE JEWELERS’ BUILDING : 14 WEST 46th STREET 


IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER 
Small or large units with full North Daylight 


For particulars apply to: 


SIGLEY REALTY COMPANY 


55 West 47th Street New York, N. Y. 
Telephone Bryant 6506 
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collector’s classification of certain im- 
ported metal powder boxes as jewelry, 
under Par. 1428, Tariff Act of 1922, at 
g0 per cent ad valorem. The United 
States Customs Court has just granted 
this claim, pointing out that these items 
should have been taxed by the customs 
collector at the rate of but 60 per cent 
ad valorem, under Par. 399, Act of 1922, 
as manufactures of metal, lacquered. 


WATCH BRACELETS 


Hussa & Co., New York, win before 
the Customs Court on the tariff classi- 
fication of imported watch bracelets or 
wristlets and parts thereof, composed of 
gold and platinum, set with precious 
stones. The appraiser, in submitting a 
report to the court, conceded that these 
items were erroneously classified under 
paragraph 1428, Act of 1922, with duty 
at 80 per cent ad valorem. They should 
have been returned as articles of utility, 
manufactures of gold and platinum, at 
60 per cent ad valorem, under Par. 399, 
Act of 1922, the appraiser points out. 
Counsel for the Government conceded at 
the trial of the case that merchandise 
of this character is now being returned 
at the port of New York at 60 per cent. 
Judge Sullivan writes: 

“We, therefore, hold this merchandise 
dutiable, as claimed, at 60 per cent ad 
valorem, under paragraph 399.” 


CLocK CASES 
Clock cases, without movements, are 
dutiable at 45 per cent ad valorem, un- 
der Par. 368, Tariff Act of 1922, rather 
than at $2.00 each and 45 per cent, under 
the same paragraph, the Customs Court 
rules in granting a protest of C. A. 


Haynes & Co. In asking for the re- 
duced rate, the importers said: “These 
articles are only clock sets without 


movements.” 
WATCH MOVEMENTS 


In upholding a contention of the 
A. Wittnauer Co., New York, the Cus- 
toms Court finds that certain imported 
watch movements assessed at the rate 
of $3.50 each, under Par. 367, Act of 
1922, should have been taxed at only 
$2.00 each, under the same paragraph. 
Chief Justice Fischer writes the opinion. 


ORNAMENTAL BUTTONS 


Ornamental buttons, composed of 
white metal, set with rhinestones, are 
held dutiable at 45 per cent ad valorem, 
under Par. 1411, Act of 1922, rather 
than at 80 per cent ad valorem, under 
Par. 1428, in a decision by the Customs 
Court sustaining a protest of Bailey, 
Green & Elger, New York. 


UNFINISHED NECKLACES, ETC. 


Certain short necklaces, composed of 
colored graduated beads, strung on 
double cotton threads, knotted at the 
ends without clasps, are held by the 
Customs Court, in a decision overruling 
protests of Phillips & Tannenbaum Co., 
to have been correctly taxed by the col- 
lector at 80 per cent ad valorem, under 
Par. 1428, Tariff Act of 1922. As to 
other strings of graduated and faceted 
beads, loosely strung, duty is fixed at 35 
per cent, under Par. 1403. In the same 
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decision, certain metal settings and 
chains, suitable for use in the manufac- 
ture of jewelry, assessed by the collector 
in error, at 80 per cent ad valorem, un- 
der Par. 1428, are held by the court to 
be properly dutiable at 75 per cent under 
the same paragraph. Judge Sullivan 
writes the decision in this case which is 
long and rather involved. 


METAL MOUNTINGS 
Overruling protests of Cartier, Inc., 
New York, the Customs Court finds that 
imported metal mountings for lorgnettes 
were properly assessed by the collector 
at the rate of 45 per cent ad valorem, 

under Par. 228, Act of 1922. 








United States Coast Guard Trophy 


HE United States Coast Guard 
Trophy, illustrated herewith, is to be 
shot for at the national rifle meet at 





COAST GUARD TROPHY FOR NATIONAL 
RIFLE MEET 


Camp Perry, each year. It is 32 inches 
high and made of sterling silver and 
bronze. It is formed by four heraldic 
United States shields, the eagle and 
plate on the base being also of sterling, 
as are the stars and stripes on the shield 
and the emblematic rope. This trophy 
is the work of the Bailey, Banks & 
Biddle Co., of Philadelphia. 








Doolittle & Severson, jewelry store at 
10 W. Main St., Stoughton, Wis., was 
robbed of jewelry valued at $500 when 
burglars entered the store through a rear 
window on May 8. 
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Shrine Luncheon Club Stages 
Jewel Display 


SEATTLE, WASH., May 19.—One of the 
most remarkable displays of jewelry 
ever viewed in Seattle was staged at the 
Nile Shrine Ladies’ Day Luncheon at the 
Olympic Hotel recently, when comely 
Lorraine Foster “modeled” precious 
stones from Friedlander’s conservatively 
valued at $100,000. 

The valuable cargo was transported 
in a bullet-proof van, escorted by police. 
It brought cries of approval from the 
300 Shriners and their ladies as Miss 
Foster demonstrated the correct method 
of wearing the various pieces. 

This high light of the luncheon was 
preceded by a string style display of 
ladies’ wear from a local style shop, a 
half dozen pretty manikins drawing re- 
peated applause as they modeled the very 
latest in milady’s spring apparel. 

Henry Stohlton was chairman of the 
display arrangements. The program 
was interspersed with music and vaude- 
ville. 








Watch Concern Signs Stipulation to 
Desist from Using Competitor’s 


Trade Name 


WASHINGTON, D. C., May 19.—A cor- 
poration and an individual manufactur- 
ing watch cases have just signed a stipu- 
lation with the Federal Trade Commis- 
sion agreeing to stop the use of a cer- 
tain word in its trade name or any 
similar corporate or trade name so as 
to imply that their goods are the pro- 
ducts of certain competitors using the 
same word as a trade name. As is 
usual in these stipulation cases the name 
of the firm signing the stipulation is 
withheld but the stipulation itself is as 
follows: 


“Respondents, a corporation and an in- 
dividual, engaged in the manufacture of 
watch cases and in the sale and distribution 
of the same in interstate commerce, in com- 
petition with other corporations, individuals, 
firms and partnerships likewise engaged, en- 
tered into the following stipulation as to the 
facts and agreement to cease and desist for- 
ever from the alleged unfair methods of 
competitions as set forth therein. 


“Respondents agreed to cease and desist 
forever from the use of the word ‘Arista’ 
as part of or in connection or conjunction 
with their corporate or trade name containing 
the word ‘Arista,” or of any similar corporate 
or trade name in the sale and distribution of 
their products in interstate commerce so as 
to import or imply that the goods of said 
respondents are the goods of the said a 
Gisiger and W. Gisiger. Said respondents 
also agreed to cease and desist from the use 
of the word ‘Arista,’ either independently or 
in connection or conjunction with any other 
word or words, or in any way as a mark, 
brand or designation for their products, which 
may have the capacity or tendency to directly 
or indirectly suggest that the goods of the 
said a the goods of the said 
an ; 


H. Gisiger Gisiger.” 








The Max A. Kohen, Inc., jewelry store 
at Eau Claire, Wis., has been purchased 
by Max Lasker, former!y secretary and 
treasurer of the firm, which was a chain 
organization. The company will hence- 
forth be conducted under independent 
ownership, Mr. Lasker said. It will be 
renamed at a later date. 





THE JEWELERS’ CIRCULAR May 22, 1930 























Push! 
PUSH! 


PUSH... 
SCARF-PINS 


Back into Their Place in Fashion’s Tie 


A new means of revenue—a new sales approach!! 


We have anticipated this trend to the scarf-pin by stocking a vast 


selection of stones* 


in special designs, shapes and sizes—all emi- 

* nently suitable for use in neckwear ornaments. . . . Write 

us for original, salesworthy suggestions—and “tie-up” with 
the profits that are being gained through this smart scarf- 


pin revival in men’s neckwear modes. 


This wide array 
includes both 
Nathan “Tru-Stone” 


" | Ss. NATHAN & CO., Inc. 


“Coronette” DIAMONDS :: PEARLS :: PRECIOUS STONES 
Genuine Stones 71-73 Nassau St. New York 





























CUSTOM WORK 


TEA POT BY 
LANGLANDS & ROBERTSON 


NEWCASTLE 
1781 Trade Mark Reg. 


BAGUETTE MOVEMERNT 


NAUDGUROUEOUAEGUCOUROGEOUEEA eR COO 


3? lignes Semi-Baguette 
9x22mm. Height 3.45 mm. 








These splendid movements com- 
posed of the finest materials, 
are made of standard parts, 
making possible very moderate 
prices and easy and inexpensive 
repairs. 


— NIVIA WATCH CoO. 


. 24 Rue des Oeilliets, Bienne, Switzerland 
, Address All Communications To: 


KETTLE MADE TO ORDER TO ACCOMPANY MARC VIATTE 


TEA POT SHOWN ABOVE 
74 W. 46th St., New York Tel.: Bryant 6256 
CURRIER & ROBY 


217 E. 38th ST., NEW YORK ORGAO SGUGEGECSUEESEUCHNSUSUNEEESHEUSUCHCHCEUCHCCOUUOUUOUUOEUUOOUOROUSUUAOSUOOUEDNSUSENE000000000 
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Final Session of Michigan Convention 





Officers Elected on Last Day—W olverine Travelers Give Entertainment on Wednesday Evening 


GRAND RAPIDS, May 15.—The silver 
anniversary convention of the Michigan 
Retail Jewelers’ Association closed here 
last night with the entertainment given 
by the Wolverine Travelers Club and 
the convention was declared one of the 
best held by the association. 

Notwithstanding the lateness of the 
hour when the annual banquet and ball 
of the Michigan Retail Jewelers’ Asso- 
ciation came to a close everyone was on 
hand 'Wednesday morning for the pro- 
ceedings of that day. 

The morning session was devoted to 
the Max Jennings Club, an adjunct of 
the association formed two years ago 
to honor this veteran of association 
work and furnish a playground for the 
members. While 12 candidates were 
initiated yesterday through the medium 
of a mock trial court, the event of the 
session was the presentation of a large 


handsome silver loving cup to Max 
Jennings of St. Clair. 
Secretary Ben Steelman made the 


presentation talk and recalled the ser- 
vices of Mr. Jennings in the pre-organ- 
ization days and as the first president 
of both the Michigan State Association 
and of the National organization. In 
recognition of these services he pre- 
sented the cup appropriately engraved 
to commemorate the 25th anniversary 
of these organizations. 

Luncheon was again served in the 
Colonial Room and the afternoon session 
was held here immediately after. Speak- 
ers for the afternoon were Robert 
Branch, of the Elgin National Watch 
Co., Paul Donelan, sales promotion and 
advertising manager of the Gorham Co., 
who spoke on “Sterling Silver.” Albert 
Ellbogen, of Stein & Ellbogen Co., gave 
a most interesting talk on “The Jewelry 
Thief and the Fence.” H. Paul Juer- 
gens, of Juergens & Andersen Co., spoke 
on “Pearls.” His talk proved very illu- 
minating to the listeners. 

The business session was brief. Both 
the report of the resolution committee 
and nominating committee were accepted 
with unanimity. Officers elected for the 
ensuing year are President William 
Fenske, Detroit; First Vice-President 
Ben Stocker, Detroit; Second Vice-Presi- 
dent Bert Vanden Berg, Grand Rapids; 
Secretary Ben Steelman, Kalamazoo; 
Treasurer, James S. Martinek, Travers 
City. 

A report of the silver anniversary 
convention of the Michigan Retail Jewel- 
ers Convention would be incomplete 
without special mention of the Wolverine 
Travelers Club and their activities. 
Throughout the year these represen- 
tatives who travel in Michigan work in 
the interest of the association and play 


@ most important part at the con- 
ventions. 
This year their entertainment of 


Wednesday evening surpassed all pre- 
vious efforts. The main dining room 
and the Italian room were used. From 
8.30 to 10 a most delightful stage per- 
formance was given. Mort Evans, pres- 
ident of the club acted as master of 
ceremonies. 

At one point of the entertainment a 





WILLIAM FENSKE, PRESIDENT-ELECT 


committee of the members interrupted 
the performance long enough for Harry 
Groves to present to Mr. Evans a hand- 
some diamond studded Elk button in 
appreciation of his untiring efforts. 

At the close of the entertainment the 
guests adjourned to the Italian Room 
where refreshments were served. The 
chairs were removed from the main 
dining room and dancing was enjoyed 
for the rest of the evening. A bountiful 
buffet supper was served at midnight. 

Officers for the Wolverine Traveling 
Jewelers Club for the coming year are: 
President Mort Evans; Vice-Presidents 
Milton Nathan, Eugene Kirchgassner; 
Secretary-Treasurer C. W. Hirt, Assist- 
ant Secretary Garner Sly. Traveling 
Representatives Fred Longden, Charles 
Wallace and G. S. Brown. 








Exports of Swiss Watches Show 
Steady Increase 
WASHINGTON, D. C., May 20.—A 


steady increase in exports has resulted 
from the steps taken in recent years 
to improve and strengthen the Swiss 
watch industry according to a report to 
the Regional Information Division of the 
Department of Commerce. 

Swiss statistics reveal an increase in 
exports from $46,237,000 in 1926 to 


$53,412,000 in 1929, a gain to the indus- 
try which exports approximately 95 per 
cent of its production. Swiss watches 
also account for about 90 per cent of 
the total world production. 

Prior to the war, the industry profited 
by several boom years, and the war 
itself brought new and large orders. 
A heavy demand for precision instru- 
ments and military watches emanated 
from the different warring nations and 
Switzerland, enjoying the advantages 
of neutrality, was in a position to supply 
both sides. 

This condition, however, led to over- 
production while the manufacturers did 
not realize soon enough that their out- 
put was far beyond the capacities of 
normal foreign absorption. At the same 
time, currency depreciation was prev- 
alent in several important countries, 
and restrictive tariff decisions placed 
another handicap in the way of the 
watchmakers. ‘Their exports, which had 
been steadily growing in volume from 
1916 to 1920, began to drop at an alarm- 
ing rate, bringing a serious crisis and 
widespread unemployment. By 1921 the 
situation had become so critical that the 
Federal government came to the assist- 
ance of the industry with subsbidies 
amounting to 11,000,000 francs designed 
to compensate partially for losses result- 
ing from the fall of foreign currencies. 

Though exports practically returned 
to normal during 1923, the problems of 
the industry were far from being solved. 
Acute competition and insufficient co- 
operation among the producers pre- 
cluded any steady improvement for the 
benefit of all. The first major step was 
the constitution in 1924 of the Swiss 
Federation of Watch Manufacturers 
Associations, representing all of the 
watchmaking regions of the country, 
including. seven groups and 480 indivi- 
dual enterprises. One. of the first ac- 
complishments of the Federation was 
the solution of the problem relating to 
the export of rough movements and un- 
assembled finished movements. In recent 
years those shipments were the cause of 
concern to exporters of finished watches 
as they threatened to change the Swiss 
industry into a mere supplier of parts 
for foreign assembly. 

The result of the Federation’s action 
was the formation in 1927 of a holding 
company capitalized at 12,000,000 francs 
under the name of Ebauches S. A. The 
purpose of this concern was to acquire 
controlling interests in factories produc- 
ing watch parts in order to consolidate 
and control the various branches of the 
industry, with an ultimate aid of sta- 
bilizing prices and controlling exports. 
At the present time the entire trade in 
parts with the possible exception of one 
or two concerns, has been concentrated 
in the Ebauches S. A. 





THE JEWELERS’ CIRCULAR 





“Buy from the Cutters” 





GEMS 


Emeralds Catseyes 
Rubies Star Rubies 
Sapphires Star Sapphires 


Chinese Jade 
Black Opals 


Aquamarines 


and other 


Precious Stones 


AMERICAN GEM & PEARL Co. 
“Dealers . (utters . Importers 
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MAY 18th, 1930 
----to be EXACT 


Copyright 1929 


The Graf Zeppelin left 
Friedrichshafen for 
Brazil and New York. 


The success of the giant 
airship is already assured. 
It departs on schedule with 
no more excitement than 
an ocean liner. 


Our customers know that 
the success of their 
diamond department is 
assured when they buy 
exclusively from our firm. 


Neves egerTelne 


10 West 47"Street 
New York. 
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Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
OSAKA—AWAJI-MACH!I NICHOME 


BOMBAY—BULLION EXCHANGE BLDG. 


PEARL CULTURE FARMS 


GOKASHO BAY AND AGO BAY MIYEKEN 
Y, NAGASAKIKEN NANAO BAY, ISHIKAWAKEN 


IUustrated Booklet on application 
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Death of Samuel Kohn 


ELIZABETH, N. J., May 16.—Samuel 
Kohn, junior partner in the firm of 
Michael Kohn, jeweler, at 831 Elizabeth 
Ave., died recently at the Elizabeth Gen- 
eral Hospital. 

He is survived by his widow, Sarah; 
a daughter, Lillian; his mother, Mrs. 
Rose Cohen; a sister, Mrs. Helen Gen- 
ser, and two brothers, David and 
Michael. 

Mr. Kohn was born in Kurland. He 
lived in this city for about 30 years. 

The funeral was held from the Funeral 
Parlor of August F. Schmidt & Son. 








Nathan Bach 


MEMPHIS, TENN., May 19.—Nathan 
Bach, 76, for 51 years prominent in 
Memphis business and social life died 
May 14, at his residence, 1865 Mignon 
Ave. He had been in poor health for 
two years. He formerly was in business 
on Monroe Ave. and Second St. His 
son, J. J. Bach, was also active for 
years in Goodman & Bach and now has 
a store on Madison Ave. 

The senior Mr. Bach married in 
Memphis in 1881 and is survived by his 
widow, three sons and one daughter, 
also by brothers and sisters, residents 
of Indiana and Ohio. 





Samuel Sharmat 


Boston, May 17.—The death of Sam- 
uel W. Sharmat is announced. He was 
former president of the Lenox Jewelry 
Co. but severed his connection with the 
organization in 1919. He was the founder 
of the company in 1905 along with 
Hyman Freiman, who for years has been 
the president. 

Mr. Sharmat, whose home was in 
Brookline, passed away at Peter Bent 
Brigham hospital after a long illness. 
His wife predeceased him several years, 
but he is survived by his son, H. Leon 
Sharmat. 

For years Mr. Sharmat was a leading 
member in the jewelry trade, was a for- 
mer president of the Jewelers’ Associa- 
tion of Boston and figured prominently 
in the Masons and Knights of Pythias. 
Burial took place in Wakefield. 





George S. Flagg 


Newport, R. I., May 19.—George S. 
Flagg, prominent jeweler, and for many 
years proprietor of the Newport Loan 
& Jewelry Co. died at his home, 17 Kay 
St., Newport, R. I., on Saturday, follow- 
ing an illness of heart disease. 

He was born in Newport, March 1, 
1869, the son of the late George W. and 
Anna Maria Flagg. His father then was 
In charge of the new offices of the Wes- 
tern Union Telegraph Co. Later the 
Senior Flagg opened a jewelry and loan 
business on Franklin St., this city, and 
on his death the son succeeded in the 
usiness. 

Mr. Flagg, with Mrs. Flagg had just 
returned from Miami Beach, Fla. where 
they passed the winter, when he was 
fatally stricken with the heart attack. 
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He was a member of the Newport 
Lodge of Elks, the Red Men, Channing 
Memorial Church, and was a former 
member of the Newport Artillery, re- 
tiring from the outfit as Major. He is 
survived by his widow, who was Miss 
Helen Douglas of Cambridge, Mass., 
and a cousin, Mrs. Charles J. Barton 
of Melrose, Mass. 





Death of Victor E. Dession 





Secretary of A. Wittnauer Co., New York, 
Passes Away at His Home Near 
Kingston, N. Y. 


Victor E. Dession of the A. Wittnauer 
Co., 402 Fifth Ave., New York, died 
Sunday night, May 11, at his home, 
Creek Locks, near Kingston, N. Y. 

Victor Emile Dession was born in 
Paris on Nov. 3, 1870, at the very time 
that the bombardment of Paris was 
taking place during the Franco-Prussian 
War. He was educated in the Paris 





THE LATE VICTOR E. DESSION 


schools until at an early age he crossed 
the ocean with his parents and came to 
the United States. 

At the age of 13 he entered the watch 
business which was later absorbed by 
Albert Wittnauer, and which eventually 
became the A Wittnauer Co., incorpor- 
ated in 1909. After that date until his 
retirement in 1921, Mr. Dession was 
secretary of the corporation. After 38 
years of service to the A. Wittnauer Co., 
he retired on account of ill health to the 
quiet of his country place at Creek 
Locks, Ulster County, New York. 

Mr. Dession was a deep thinker and 
an earnest scholar; his hobbies were 
chemistry, and amateur photography in 
the days when it was necessary for him 
to manufacture his own plates. 

He resided for many years in the East 
New York (Brooklyn). section until ill 
health forced him to complete retire- 
ment from business. He traveled exten- 
sively in Europe and the United States 
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and had a host of friends on both con- 
tinents. 

He was a member of the Joppa Lodge, 
F. and A. M. No. 202, as well as one of 
the oldest members of the 24 Karat Club. 

The funeral was held on May 14th; 
he was buried at the Wiltwyck Ceme- 
tery, Kingston, N. Y. a 

; nm] 
Edward P. Claflin = 

NortH ATTLEBORO, MAss., May 16.— 
Edward P. Claflin, retired jewelry manu- 
facturer of North Attleboro, died recent- 
ly at his home on Pleasant St. following 
a five weeks’ illness. 

The deceased was a self-made man, 
rising from the ranks of a benchhand 
to that of foreman for the old Sturdy 
Bros. firm in the old steam power build- 
ing. In 1884 he formed a partnership 
with James G. Blake and they bought 
out Sturdy Bros. and did business under 
the firm name of Blake & Claflin Co. 

He severed connections with that com- 
pany about 10 years later, and joined 
the Fontneau & Cook Co. in Attleboro 
Falls, but which later moved to Attle- 
boro. Prior to this he was associated 
with Hjalmar Orup in the Attleboro Tool 
Co. for about a year. 

He retired from active part-owner- 
ship of the Fontneau & Cook Co. in 1904. 
He remained quite busy, being interested 
in civic affairs, up until 10 years ago, 
when he retired. 











Control the Clerk and You Control 
Sales 


— TROL the clerk and you control 
sales,” says Deane W. Colton, 
merchandising expert of New York city. 

“Anyone who wishes to test this theory 
can switch six out of 10 purchases to the 
product he wants to sell. 

“All the power of advertising—un- 
coordinated with and unappreciated by 
retail clerk—merely brings the prospect 
to the store where he may or may not 
ask for the product by the brand’s name. 

“At that point the clerk comes into 
the transaction. If he wants to switch 
the consumer he no longer says, ‘Sorry, 
we haven’t that item, but here’s one just 
as good.’ He lays the wanted merchan- 
dise on the counter, then takes down the 
merchandise on which he personally is 
sold and begins a selling talk on it. 

“At that point is introduced the most 
important factor in all salesmanship— 
the human equation. You may not like 
the way he parts his hair nor approve 
of the clothes the clerk wears, but a 
talking, reasoning human being is more 
forceful than all the color pages in The 
Saturday Evening Post. 

“Tf the clerk sells his product the ad- 
vertising which brought the consumer 
into the store may have created a pros- 
pect for the competitor. 

“As a merchandising expert,” says Mr. 
Colton, “I have spent long periods be- 
hind retail counters and I have gained 
information which I consider invaluable. 
And more than anything else I have 
found the way to win the retail clerk’s 
cooperation for your product is by mer- 
chandising the advertising to him. 
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GENUINE 
.»e ANTIQUE JEWELRY... 


SOLID GOLD NECKLACES, LOCKETS AND CHAINS 
BANGLE AND FLEXIBLE BRACELETS 
RINGS, COSTUME PIECES, COMPLETE SUITES 


Also reproductions of the Antique in Black Onyx and Pearl 
. . Complete Line of Genuine Antique Silver Jewelry. Prices from $5.00 up... 


LEO ELWYN @& CO., Inc. 


23 WEST 55th ST., NEW YORK 
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FANCY CUT 
DIAMONDS 


WORKS [OI BEEKMAN. STREET ~NEW _YORK CITY 








PLATED FLATWARE SPECIALISTS 


WE CARRY 33 PATTERNS IN STOCK READY FOR DELIVERY 
(Including Fancy Dozens and Single Pieces) 
WE SOLICIT YOUR BUSINESS 


J. W. JOHNSON 


14 MAIDEN LANE ILVERWARE 1 W. 47th ST. 
NEW YORK INCE 1869 NEW YORK 
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Pennsylvania Jewelers Meet at York ; 





Silver Anniversary Convention Well Attended—lInteresting Addresses a Feature of Gathering 


York, Pa. May 20.—The 25th annual 
convention of the Pennsylvania Retail 
Jewelers’ Association held here yester- 
day and today was attended by a large 
delegation of jewelers from every sec- 
tion of the state. 

Monday 


Will K. Rebert, president of the 
Jewelers’ Guild of York in an address 
of welcome, pointed with pride to the 
civic achievements as well as the his- 
torical background of the City of York. 
He extended a cordial welcome to every- 
one offering the co-operation of every 
member of the local Jewelers Guild in 
making the wisit of the delegates pleas- 
ant. 

Mayor Jacob Weaver of York ex- 
tended the official welcome from the 
city. 
Fred J. Cooper, president of the Penn- 
sylvania Retail Jewelers’ Association, 
thanked both Mr. Rebert and Mayor 
Weaver for their cordial welcome and 
extended greetings to visiting members 
and their wives. He stated that the ob- 
ject of ideal conventions was the inter- 
change of ideas. He reported that dur- 
ing the year the executive committee 
had met regularly and co-operated with 
the A. N. R. J. A. 

The formation of local guilds was 
urged and he congratulated the Reading 
Jewelers Guild for its achievements and 
thanked the newly-formed Jewelers 
Guild of York for its splendid coopera- 
tion in helping to make the Silver anni- 
versary of the state association an out- 
standing success. 

Mr. Cooper pointed out the need of 
greater publicity for jewelry and cited 
the successful activities of florists in 
creating a demand for flowers. He re- 
quested all jewelers to properly adorn 
themselves and their clerks with jewel- 
ry, emphasizing the importance of 
wearing a scarf pin. In conclusion he 
asked everyone to attend the national 
convention to be held in New York City 
in September. 

Secretary William Sutton read a tele- 
gram from William G: Frasier, presi- 
dent of the A. N. R. J. A., extending his 
best wishes for a splendid convention. 
Secretary Sutton then read his report 
which was followed by report of the 
Treasurer, William M. Bode. 

In his address, “Charting Business 
Seas” H. C. Dunn of the Department of 
Commerce, Washington, D. C., summar- 
ized the problems of production and 
- transportation and their effect upon dis- 
tribution, which he analyzed in a logical 
manner. He said in part, “When ' the 
pressure of competition is felt, ingenu- 
ity is spurred on to beat out competi- 
tion. 

“The 1930 model of distribution man- 
agement considers as unsound any prac- 





—a fficers Elected 


tice for itself that it would not recom- 
mend for the industry as a whole. If it 
gives itself an advantage at the expense 
of its competitors, experience and rec- 
ords have indicated that it doesn’t pay. 
It finds that if its practice favors itself, 
it will be imitated by its competitors 
and, if uneconomic or unsound to begin 
with, it reacts to its own detriment by 
adding one more unsound trade practice 
to the industry as a whole from which 
it as well as its competitors would like 
to escape. 

“The modern business man has, there- 
fore, found that policies and practices 
that do not measure up to the ‘golden 
rule’ are fundamentally and economically 
wasteful. The great stabilizer of busi- 
ness today, and it always has been, is 
confidence between the buyer and seller. 

“Our distribution seems constantly in 
a state of flux, keeping step with ever 
changing conditions created by the fast- 
er tempo that the battle of competition 
develops.” 

Charles T. Evans, secretary of the 
A. N. R. J. A., lauded the work of Mr. 
Dunn and what he is endeavoring to do 
for the jewelry industry. 

At the luncheon which followed the 
morning session, the Reading Jewelers’ 
Guild provided excellent entertainment 
under the capable leadership of J. C. 
Mumma, Mrs. Chas. Lambert and Mrs. 
Luther Plank. President Cooper called 
on Louis Sickles and Joseph Mazer for 
a few remarks and they delighted their 
audience with their wit. 


MONDAY AFTERNOON 


The afternoon session was open to 
members and the public. Over three 
hundred were present and listened at- 
tentively to the masterly address of 
President Fred J. Cooper on “History 
of Sterling Silver.” 

An excellent collection of antique sil- 
verware furnished by York residents 
created much interest. 


Tuesday 


The Tuesday morning meeting was 
called to order at 10.30, President Cooper 
presiding. Philip P. Gott, of Chamber 
of Commerce of the United States, made 
an instructive address on trade associ- 
ation activities and John D. Enright 
expounded his views on the cash jeweler 
and the credit jeweler. 

Joseph Mazer was master of cere- 
monies at the luncheon and enlivened 
the occasion by getting all to sing vari- 
ous humorous songs pertaining to the 
jewelry’ business which he personally 


prepared. 
John’ J. Bowman, chairman of the 
Educational Committee of the Horo- 


logical Institute of America, spoke on 
the work and accomplishments of the 





Institute and Arthur T. Hagstoz made 
enlightening remarks regarding the busi- 
ness of the legitimate refiner. 


TUESDAY AFTERNOON 


The Tuesday afternoon session was 
called to order at 3 p. m. Charles H. 
Hambly, chairman of the resolutions 
committee, read the resolutions, which 
were adopted as read. 

Charles T. Evans reviewed the activi- 
ties of the American National Retail 
Jewelers Association. 

R. H. Hirsch, chairman of the nomi- 
nating committee, made his report with 
the result that the following officers were 
elected: John D. Enright, Philadelphia, 
president; Ralph M. Seaman, Philadel- 
phia, secretary; William M. Bode, Phil- 
adelphia, treasurer. Five vice-presidents 
were elected. They are: W. K. Rebert, 
York; J. C. Mumma, Reading; R. H. 
Hirsch, Harrisburg; George Lyons, Phil- 
adelphia; C. S. Skeen, Lancaster. 

Executive Committee chosen is as fol- 
lows: Paul D. Harbach, Reading; Fred 
J. Cooper, Philadelphia, and W. J. 
Yenny, Pittsburgh. David Greenberg 
read Report of Auditing Committee. 

Resolutions passed first, reaffirmed 
their belief in the aims, principles and 
policies of the American National Retail 
Jewelers’ Association, and pledged anew 
its loyalty to the National Association 
with promise to support; renewed the 
past support of the Jewelry Trade As- 
sociation and the proposed Jewelry 
Trade Institute; urged support of the 
Horological Institute and eommended the 
National Jewelers Publicity Association 
for its good work. 

Others indorsed the passage of the 
Capper-Kelly Bill, the Platinum Stamp- 
ing Act, reduction in the duty on dia- 
monds and proposed amendment to the 
National Bankruptcy Law, while special 
resolution indorsed the Elgin Watch 
Co.’s sales plan as helpful, while ‘an- 
other ¢€xpressed thanks individually to 
the exhibitors for their interesting dis- 
play; to the Hotel Yorktowne for its 
manner ‘of handling the convention and 
the jewelers of Guild of York for the 
work they did in making it a success. 

Other important resolutions included: 

RESOLVED, We believe that time guarantees 
are a thing of the past and absolutely un- 
necessary as far the jeweler is concerned. 

RESOLVED, That we suggest all jewelers in 
the ‘trade wear more good jewelry them- 
selves and set.a good example. ss 

RESOLVED, That we recommend dealing with 
such manufacturers and jobbers who confine 


the sale of their merchandise to the legitimate 
jewelry trade. e 


Retiring; President Cooper was toast- 
master at the banquet. The speakers 
were President Elect Enright, E. A. 
Hershman, secretary of the York 


Chamber of Commerce, and Sir Fred- 
erick McGill, London, England. Dancing 
followed. 
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Convention of California Gold and Silversmiths 





Greatest Gathering in History of Association Attended by Jewelers from Many States—Excellen; 
Addresses and Discussions and Pageant of Jewels Features of Notable Event—Jewelry 
Trade Show a Big Success—Officers Elected and Banquet Enjoyed 


Los ANGELES, May 15.—The 18th an- 
nual convention of the California Gold 
and Silversmiths Association held May 
12, 13 and 14 in Los Angeles, was pro- 
nounced the greatest of any of its meet- 
ings with interest manifested not only on 
the Pacific Coast but attention created 
throughout the jewelry industry by the 
elaborate display of jewels. 

The attendance was unusually large 
with the registration reaching approxi- 
mately 2000 persons. Jewelers from Ari- 
zona, Nevada, New Mexico and Texas 
were represented in large numbers and 
prominent executives from factories, 
stores and every branch of the industry 
were in Los Angeles to be present at 
this magnificently organized and effi- 
cient get-together of the jewelry craft. 


Monday 


The first day was devoted to registra- 
tion, which was conducted in the Hotel 
Biltmore ballroom foyer. The annual 
golf tournament held at the California 
Country Club at Culver City drew 96 
enthusiasts. Following the golf game 
an epicurean feast styled “The 19th 
Hole Get-Together” was attended by 
300. An entertainment followed the 
meal at which the golf prizes were 
awarded. 


Tuesday 


The convention proper opened Tues- 
day afternoon, at 1.30 o’clock, following 
an executive meeting of the officers held 
at 11 o’clock in the morning. Hon. J. C. 
Porter, mayor of the city of Los An- 
geles, welcomed the assemblage. The key 
of the city was given to the jewelers 
and their families. The next speaker, 
Clark Baker, lighting specialist of the 
General Electric Co., Pacific division, 
took for his subject: “Most Effective 
Store Lighting,” which he delivered in 
a masterly manner, and illustrated with 
practical demonstrations and sugges- 
tions, the speaker paying particular at- 
tention to the needs of the jeweler. 

Then P. J. Coffey, president of the 
National Jewelers Publicity Association, 
gave a timely address on “What the 
Publicity Association is Doing.” Mr. 
Coffey stressed the benefits to the trade 
as a whole and to the retail jeweler in 
particular, urging the observance of a 
high standard of ethics in the conduct 
of business and pointing out the ad- 
vantages of being truthful in all repre- 
sentations. 

Following Mr. Coffey, Dr. Florence 
May Moore, professor of merchandising 
at the University of Southern Califor- 
nia, gave an instructive talk on: “The 
Art of Selling Jewelry.” She convinced 
her hearers that even if she did not 
know the jewelry craft she understood 


its selling problems. Many valuable 
hints in the art of exchanging merchan- 
dise for currency were offered. The last 
speaker of the session was E. C. Driggs, 
local representative of the Pinkerton 
National Detective Agency, who pre- 
sented a discourse on: “Why the Jewel- 
er Should Watch His Step.” Mr. Driggs 
drew on his long experience as a detec- 
tive, many years of which had been 





J. HERBERT HALL, PRESIDENT-ELECT 


spent in the jewelry and gem industries, 
and related some thrilling incidents. 
Following the addresses a 15-minute 
session of the convention executives was 
held at which the nominating and reso- 
lutions committees were appointed. 


The Pageant of Jewels 


At 4 o’clock, Tuesday afternoon, the 
great event of the convention, “The 
Pageant of Jewels,” was opened to those 
possessing tickets of admission. Fully 
3000 persons witnessed one of the most 
gorgeous and resplendent collections of 
jewels, ever gathered together at one 
time, in the history of the craft. The 
display was under the direction of 
Peggy Hamilton, recognized fashion au- 
thority. There were 20 beautiful and 
exquisitely gowned movie and _ society 
leaders, each wearing a fortune in scin- 
tillating gems, who took part in the pag- 
eant. 

A similar display was given in the 
evening, at which the public was ad- 
mitted. There were 5000 at this dis- 
play and more than 5000 were unable 
to get into the Sala de Oro and foyers 
adjoining, accommodate 2700 with stand- 
ing room for an additional 2500. 

A program of entertainment inter- 


spersed during the intervals while the 
jewels were being shown. 

Following the afternoon pageant, a 
question box discussion was participated 
in the following topics being debated: 
“What Is the Ideal Location for 4 
Jewelry Store,” “Cost of Doing Busi- 
ness,” and “Terms as Affecting the Re. 
tailer.” Many took part in the discus. 
sions which brought forth much valua-. 
ble information. 

President Julius Young then pre. 
sented the next speaker, Armand Jessop, 
San Diego, who told of a tour he made 
of Japan, the Philippines, Siam, China, 
and Ruins of Ankor, the Tai Mahal, In. 
dia, the sapphire mines of Ceylon and 
the diamond mines of Africa. Mr. Jes- 
sop illustrated his address with motion 
pictures, taken by himself in his travels, 

The public as well as the jewelers 
were admitted to a salon exhibit of 
gems, given from 10 to 11 o’clock, Tues. 
day evening. 

Wednesday 


Wednesday morning, the trade show 
was opened to jewelers only, and many 
took occasion to “shop” among. the 
manufacturers and jobbing house exhi- 
bitions. A noon luncheon was served in 
the supper room, with Bartley Doyle, of 
Philadelphia as speaker. His address was 
“Cooperation Between Wholesale and 
Retail Jewelers.” 

After an intermission of 15 minutes, 
William E. Koch, assistant professor of 
merchandising, University of Southern 
California, gave a brief talk on “The 
Job of the Jewelry Merchant.” He was 
followed by a group from the National 
Cash Register Co., who gave talks on 
“Business Management and Control.” 
Robert Barton, sales manager of the El- 
gin National Watch Co., spoke on “Mer- 
chandising,” showing effective ways of 
increasing trade, moving dead _ stocks 
and making attractive displays. 

The Resolutions Committee, headed by 
Chairman E. L. Bothwell, jeweler of 
San Jose, reported several- resolutions, 
many of which were encomiums; one for 
Peggy Hamilton, for her work in stag- 
ing the Pageant of Jewels; one for the 
Ladies’ Auxiliary of the Southeast Re- 
tail Jewelers’ Association for entertain- 
ing the ladies in attendance. Thanks 
were given several individuals, among 
them being Secretary E. R. Allen, to 
whom the greatest amount of credit is 
given for the successful results achieved. 

Resolutions indorsing the Retail Jew- 
elers’. Trade Association were adopted, 
also a set supporting the Jewelry Insti- 
tute of America. The Convention went 
on record as heartily approving the 
Capper-Kelly Bill for Price Mainte- 
nance, pledging itself to do all in the 
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power of the organization to effect its 
passage, with an addendum that a copy 
of the resolution be sent to the repre- 
sentatives from California in Congress, 
urging their support for the measure. 

Following the resolutions report, the 
question box discussion was renewed 
and at this time the members discussed: 
“Development of Gift Ware Lines in 
the Jewelry Field,” “Profitable and Un- 
profitable Merchandise,” and “ ‘Over- 
head’ Salesmanship.” 

The nominating committee reported 
its selections the following being elected: 
President, J. Herbert Hall, Pasadena; 
first vice-president, Godfrey Eacret, San 
Francisco; second vice-president, Clar- 
ence Runyon, Huntington Park; third 
vice-president, Constant J. Auger, San 
Francisco; treasurer, A. N. Slavic, Los 
Angeles; secretary, Max Strassburg, 
Hollywood; executive committee, all the 
officers and Earl L. Bothwell, San Jose; 
George Finley, Compton; Armand Jes- 
sop, San Diego; Carl G. W. Noack, Sac- 
ramento; O. G. Tullis, Santa Monica; 
Edgar Wight, Ontario, and Julius A. 
Young, Oakland. 

After the officers had been introduced 
to the convention, adjournment of the 
regular session of the association was 
taken, to be called together again at San 
Francisco, in 1931. 


The Banquet 


The closing feature of the convention 
was the anual banquet held Wednesday 
evening at the Biltmore. 

After the repast had been completed, 
retiring President, Julius A. Young, 
bade his fellow jewelers adieu as presid- 
ing officer and introduced his successor, 
J. Herbert Hall. Mr. Hall in a few 
brief remarks, feelingly thanked his 
contemporaries for the honor bestowed 
and pledged his best efforts in fulfilling 
the duties of the presidency. He then 
introduced E. V. Saunders, Pacific Coast 
representative of the International Sil- 
ver Co., who acted as toastmaster. 

Mr. Saunders began by saying that 
although he appeared to be sitting down 
he really was standing up and on his 
own feet. This was in answer to the re- 
marks of his introducer who had said: 
“Mr. Saunders is the brainiest, most 
brilliant, big little fellow,” he had ever 
met. 

Mr. Saunders called on George A. 
Brock, to give a memorial talk on the 
late Col. John Shepherd, responsible for 
the founding of the California Gold & 
Silversmiths’ Association. Mr. Brock 
made a splendid address, paying a glow- 
ing tribute to his deceased contemporary. 

Following Mr. Brock, Miss Peggy 
Hamilton was presented with a diamond 
platinum watch for her gorgeous pres- 
entation of the “Pageant of Jewels.” 
Miss Hamilton accepted with feeling re- 
marks, saying: “This is the first watch 
I have ever owned.” 

Bartley Doyle was introduced and his 
first action was to call Secretary E. R. 
Allen to the speakers’ table and present 


- him with a sapphire tie pin, surrounded 


He then gave way to 
who eulogized 


by diamonds. 
Toastmaster Saunders 
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James Apffel and James Donavan, jr., 
for their persevering work in the con- 
vention preparation. 

The speakers of the evening then took 
their places before the microphone in 
the order named: P. J. Coffey, Robert 
Barton and Bartley Doyle. Each had 
words of advice for those engaged in the 
jewelry industries and were heartily ap- 
plauded. 

The evening’s entertainment was con- 
cluded with the “Garden of Jewels” 
presentation. 


The Trade Show 


At the Trade Show, which was put on 
in the ballroom of the Galeria, the com- 
mittee had been forced to place, in the 
adjoining foyer, 17 booths to accommo- 
date late exhibitors who demanded space 
for their lines. More than 20,000 per- 
sons, it was estimated, both of the jew- 
elry industries. and potential customers 
for the retailers, viewed the dazzling 
displays which covered everything to be 
found in a modern jewelry store. 

Secretary E. R. Allen, on whose 
shoulders the success of the convention, 
the Pageant of Jewels and the Trade 
Show depended arose to the occasion 
and was acclaimed by all as the one to 
whom the major credit for the happy 
results of the big affair is due. His com- 
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mittees were selected with manifest good 
judgment and each did its work well, 
as reflected in the very auspicious ter- 
mination of the convention. 

President Hall told a JEWELERS’ CIR- 
CULAR reporter that he felt highly hon- 
ored by his selection for ;managing the 
affairs of the association for the coming 
year. 








Thirty-six Concerns Receive Certificate 


of Merit for Clock Displays 


PHILADELPHIA, May 19.—Thirty-six of 
the concerns that entered the 1929 clock 
display contest conducted by the Clock 
Manufacturers Association of America 
were of such high merit that the judges 
of the contest awarded them handsomely 
framed Pyraglass certificates of merit. 
These certificates are so arranged that 
they can be placed in the show window 
or hung on the wall. 

Plans for the 1930 contest will be an- 
nounced at the annual meeting of the 
association in June. In the meantime re- 
tailers are urged to take pictures of their 
clock displays and send them to the 
Clock Manufacturers Association, 644 


Drexel building, and when the contest 
opens, they will be given every considera- 
tion. 


A vast fortune in jewels sparkled in the glare of spotlights at the Pageant of Jewels. 
The illustration shows Peggy Hamilton, fashion expert, wearing gems valued at” 
$2,500,000. Her two attendants are wearing pearl trimmed costumes 
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Pay Government $52,000 


Bulova Watch Co. Settles Claim for Duties 
on Watches Imported as Parts 


A settlement of $52,000 was paid by 
the Bulova Watch Co. to the United 
States Government, following the con- 
troversy arising over the seizure of a 
shipment of watch parts valued at $250,- 
000, brought into this country about two 
months ago. Announcement of this 
settlement was made by United States 
District Attorney Tuttle on Wednesday 
of last week, while THE JEWELERS’ CIR- 
CULAR was going to press. 


According to Assistant United States 
District Attorney Alvin McK. Sylvester, 
the Government contended that these 
watch parts, imported by the Bulova 
concern, were in reality watches that had 
been assembled on the other side and 
broken down into several parts before 
being shipped, to be reassembled in the 
United States. This, said the Federal 
Attorney, permitted the importers to 
bring the watches into this country 
labeled as ‘“‘watch parts,” which are 
listed for much less duty than watches. 


Mr. Sylvester said further, that the 
discovery of this situation and the result- 
ing claim of undervaluation arose from 
the general investigation that has been 
going on since last September under his 
supervision, adding that “we feel that 
the practice of importing broken-down 
watches which are to be reassembled in 
the United States is an evasion of the 
Tariff Act, and we intend to put a stop 
to this practice for the benefit of the 
watch industry as a whole.” 

To bring the matter to an issue in the 
Bulova case the United States Attor- 
ney’s office took steps to libel the ship- 
ment of parts on the ground that they 
were in reality watches. Negotiations 
between the Bulova company and the 
Government followed with the result 
that the, $52,000 was agreed on as the 
difference between the duty on watch 
parts and that on watches which was 
paid. * 

In speaking of the case, an official of 
the Bulova Watch Co. said yesterday 
it was simply a disagreement between 
their brokers and the Government as to 
the proper classification of some, im- 
ported merchandise. 
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other watch companies, they had heen 
importing parts both for repair and 
manufacture here. They felt that owing 
to.the labor that had to be put ugon it, 
this merchandise was properly dtttiable 
as parts and was so entered. The ap- 
praisers at New York insisted that these 
parts were so far advanced that they 
should be classified’ as . “complete 
watches.” As a result, they paid the 
duty as agreed with the Government and 
this payment involved no fine or penalty 
of any kind and merely covered the duty 
due upon the merchandise as classified. 
According to the official, this is the 
sort of a dispute that may come up in 
the automobile, machinery or. any other 
industry covering a mechanism and de- 


In keeping with the practice of 
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pended upon the question of just where 
the Government draws the line of the 
mechanism as a unit and the mechanism 
as a “part.” 








Tennessee Convention 





Officers Elected at Final Session of State 
Retail Association 
CHATTANOOGA, TENN., May 16.—Ira 
Templeton, president of Templeton’s, 
Chattanooga, was re-elected president of 
the Tennessee Retail Jewelers’ Associa- 





~ 


IRA TEMPLETON, RE-ELECTED 
PRESIDENT 


tion at the closing session of the annual 
convention held here this morning. 

The election of officers and the passage 
of a resolution warning members that 
an organized fight must be made to pre- 
vent a revival of a movement to pass a 
sales tax at the next session of the Ten- 
nessee legislature comprised the most im- 
portant business of the session. 

The resolution recommended that the 
members undertake to prevent the elec- 
tion of senators and representatives who 
will not pledge their best efforts to de- 
feat such a measure should the occasion 
arise. 

Several efforts in the past have been 
made to pass a bill authorizing the col- 
lection of a tax on every sale of goods 
made solely within Tennessee. Defeat 
has attended each attempt due to or- 
ganized ‘effort on the part of retailers 
and state banks throughout Tennessee. 

A resolution was also passed voicing 
disfaver of the use of chromium plate, 
as it--was felt thiffshould have no place 
in the manufacture g idewelry offered for 
sale principallygby. etail’ jewelry stores. 

Endorsement: of the Horological Insti- 
tute of America was given by the con- 
vention body, also of the Capper-Kelly 
bill (Senate 1448, House 11), and each 
member, pledged himself to work with 
the Tennessee representatives in both 
branches of Congress looking toward the 
passage of this bill. 

A pledge of cooperation with the work 
of the American National Retail Jewel- 
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ers Association was made and a resolu. 
tion of appreciation of efforts expended 
on the part of that organization for the 
retail jeweler passed. 

Other officers elected at the closing 
session were J. W. Gates, Memphis, first 
vice-president; A. H. Ruth, Shelbyville, 


second vice-president. 
ersburg, 
treasurer. 

The board of directors was increased 
by several members in an effort to cre. 
ate more interest in the work of the 
Tennessee association. The following 
will serve this year: B. W. Akers, Knox- 
ville; J. W. Wright, Fayetteville; A. J, 
Silver, Johnson City; E. E. McGhee, 
Nashville; J. A. Cayce, Nashville; C. C, 
Breese, Franklin; James E. Jackson, 
Jackson; A. N. Shyer, Chattanooga; 
I. N. Becher, Johnson City; Fred Gold- 
ner, Nashville, and W. H. Cothom, Co- 
lumbia. 

President Templeton was given a vote 
of thanks for work accomplished by the 
association under his leadership and a 
resolution of appreciation passed thank- 
ing Chattanooga jewelers for the enter- 
tainment offered. 

The convention delegates decided to 
insist upon a registration fee being 
charged by entertainment convention 
chairmen in future. 


D. M. Meek, Dy. 
was re-elected secretary and 








New York Diamond Broker Robbed 
of Gems Valued at $5,000 


Samuel Halper, a jewelry broker of 
New York, was held up by three armed 
men last Friday shortly after noontime, 
and was robbed of several packages of 
unset diamonds valued at $5,000. 

The robbery took place in the wash- 
room on the downtown platform of the 
116th St. Station of the Third Ave. Rail- 
road, New York. Mr. Halper had gone 
into the washroom while waiting for a 
train and was followed by the three men 
who bound and gagged him after draw- 
ing their revolvers. They then secured 
thé’ diamonds from his pockets and fled. 

Halper immediately notified the sta- 
tion agent, who called a policeman, but 
the men escaped before the officer ar- 
rived. The jewelry salesman said that 
he had obtained the stones from a down- 
town New York diamond importing con- 
cern on memorandum. 








The Work of the H. I. A. 








(Continued from page 27) 





of time, energy and often financial loss 
to themselves, deserve the highest praise. 


That they have carried it on success- 


fully under the greatest handicaps and 
without adequate financial aid marks an 
achievement in organization which is as, 


remarkable as it is fortunate for the 


jewelry industry. 


As the president said in his address, 


“The faithful ‘old guard’ is still carry- 


ing on with a purpose worthy of co- 


operation and support” and the jewelers 


individually should see that this. sup- ° 


port, both moral and financial, comes 
without further delay. 
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munity Council, 503 W. 145th St. The 
subject of Mr. Bernard’s talk was “The 


condition of the jewelry industry on the 
continent, also making a tour of Rus- 











V7) 








wi Romance of Time,” and the lecture was sia, Switzerland, Poland, Germany, 
nel | illustrated by many slides. France, and other countries. He will be 
‘ } L Solomon Ostrin announces to the trade’ gone eight weeks. 

“hee Tia that he and his son, Herman Ostrin, John Wiener, 71 Nassau St., has been 
r have organized the S. & H. Ostrin Co., located in room 1603 for nine years and 
seal Inc., with offices at 62 W. 47th St., and has not moved to room 603 as was 


oga; 
r0ld- 
Co- 


vote 

the 
da 
ank- 
ter- 


to 
ing 
tion 


red 


of 
ned 
me, 
of 


sh- 
the 
1i]- 
ne 


en 






NEW YORK NOTES 





Louis Bravnic, 516 Eighth Ave., has 
opened a branch store in the Hotel York, 
203 W. 36th St. 

J. A. Boivie, diamonds, has removed 
his office and factory from 66 Nassau 
St. to 87 Nassau St. 

Hugo Barbini, retail jeweler, is now 
established in new quarters in Rooms 
608-609, 21-23 Maiden Lane. 

J. & H. Flyer, 64 W. 48th St., an- 
nouncé that they have moved from Room 
606 to 1306, the same building. 

David Skolkin, formerly located at 2 
W. 46th St., is now established in new 
quarters in Room 2106, 580 Fifth Ave. 

Raymond Abrahams, 522 Fifth Ave., 
announces that his brother, Emanuel 
Abrahams, has been added to his sales 
organization. 

Announcement has been made that the 
Kwatt Jewelry Co. is now established in 
new and larger quarters in Room 917, 
87 Nassau St. 

Morton A. Arbus, of the Morrison 
Fountain Pen Co., Inc., left for the 
Pacific Coast last Monday and will stop 
at all the principal cities. 

A meeting of the board of directors of 

24 Karat Club of New York was held 
yesterday, (Wednesday) afternoon in 
the clubroom, at 2.30 p. m. 
‘ Snyderman Bros., Inc., has offered its 
creditors a settlement of 20 cents on the 
dollar. There are no assets, while the 
liabilities are listed at $2,567. 

The A. Levy Importing Co., jewelry 
novelties, formerly2located at 9 E. 37th 
St., is now established in new quarters 
on the eighth floor of 12 E. 32nd St. 

Diieier, &/3@ohen, importers, have 
moved from 24 Eldridge St., and also 
from the first floor of 15 Maiden Lane, 
and have combined both offices into one 
on the sixth floor of 15 Maiden Lane. 

Charles L. Frank, of Belgard & Frank, 
Inc., 48 W. 48th St., is sailing for Eu- 
rope tomorrow (Friday) on the Staten- 
dam. He will visit the stone markets of 
Holland, France, Italy and Germany, re- 
turning home late in July. 

, Samuel Bernard, of the Time Service 
Co., 516 Fifth Ave., lectured last Tues- 
day evening before the Hamilton Com- 


factory at 150 Lafayette St., where they 





are manufacturing exclusively, ladies’ 
and men’s fine watchcases for the whole- 
sale watch trade. 

Announcement has been made that 
the firm of Tuller & Levitan, wholesale 
jewelers, now at 55 Chrystie St., will 
move on or about June 1 to 24 Eldridge 
St., where they will take new and larger 
quarters. Morris Tuller will leave for a 
two months’ tour of Europe on a com- 
bined health and business trip. 

Isadore Rothman, president of Roth- 
man & Baden, Inc., 66 Nassau St., sailed 
for Europe last Thursday on the Ile de 
France. While abroad he will study the 








Index to News and Special Articles 





Page 
Should Our Slogan Be Modified?............ 23 
How to Sell More Men’s Jewelry............ 24-25 
TN AEE FOI OO PEE HP AT OE Pee ey 26-27 
Wenn Oe ee os 5a edhe v we aaenamedeet 28-29 
Be Nl PRUs sie cla i ccudcuncdnesacevect 30-31 
‘Tie Tire: OF Cemene TAG. ook 6 cece ccceonss 32-33 
Her Dressing Table Is Her Pride............ 34 
June the Mouth of Bridge... oc. ccccccsccces 35 
Merchandising Calendar .............-eeee- 37 
SU GRY GE 6 soon ns cekmcadeccenaseees 39-41 
J gg er eee ee eer 43 
Heard *Round the Capitol. «coos ccccicccisies 45 
ee ee ee ee ee 47-49 
United States Coast Guard Trophy.......... 49 


Shrine Luncheon Club Stages Jewel Display.. 49 
Watch Concern Signs Cease and Desist Stip- 


I oon ween wer delvetbde Veena peeeyes 49 
Final Session of Michigan Convention........ 51 
C3 ee a ee roe 53 
ey een eee REET er re 53 
Pennsylvania Jewelers Meet at York........ 55 
California Gold and Silversmiths Convene... .56-57 
Pays Government $52,000.............2-0+5 58 
New York Diamond Broker Robbed........ 58 
Tentiannee: COMCGNRION *.o. onc ct htaievn cece 58 
New York Credit Jewelers Elect Officers.... 61 
Bandits Hold Up Philadelphia Jeweler...... 62 
Burglars Blow Boston Concern’s Safe...... 62 
New Hampshire Jewelers Meet.............. 62 
Bandits Attempt to Rob Boston Jeweler.... 62 
Federal Government to Extradite Rose Fried- 

CT. Hic ureccecscodsee Meneteeeuceasuee 62 
Why Do Watches Come Back?............. 71 
Patemt THGGAsteGe .aac.c'c cca Gece cccccecses 73 


previously reported. The business has 
been established for 55 years. In order 
to avoid any possible confusion of names 
it should be explained that Mr. Wiener 
has never been associated with any other 
business. 

A meeting of the creditors of the Fine- 
Gold Watch Co., Inc., will be held to- 
morrow (Friday) at 12.30 p.m., in the 
office of Peter B. Olney, Jr., referee in 
bankruptcy, 7 Dey St. The report and 
account of Edward W. Stitt, Jr., the 
receiver, will be considered and acted 
upon together with his petition for statu- 
tory commissions, which has been filed. 

All creditors of Walter A. Meyer, for- 
merly in business at 22 W. 48th St., are 
directed to file verified itemized state- 
ments of their respective accounts on or 
before June 1, 1930 with Messrs. Stern- 
berg & Rosen, 233 Broadway, attorneys 
for the assignee. Creditors failing to 
comply with this notice will not receive 
the dividend which will be distributed 
shortly after June 1. 

The Gem Club of New York held its 
regular monthly meeting last Friday, 
at the Cavalry Club, Brooklyn. The en- 
tertainment committee achieved its pur- 
pose of having every member of the 
club attend this meeting and the inter- 
esting entertainment was met with ap- 
plause on every hand. Secretary George 
E. Waid was presented with a handsome 
traveling bag. John Bodenheimer in his 
presentation speech said the bag was 
given in appreciation of Secretary 
Waid’s efforts in behalf of the club dur- 
ing the last few years. 

Sentencing of Mrs. Marie J. Leslie, 
convicted of grand larceny in the first 
degree on May 9, was adjourned one 
month pending an investigation to be 
made by the District Attorney’s office. 
The convicted woman was charged with 
stealing $173,000 worth of jewelry from 
Wanamaker’s department store in 1928. 
Assistant District Attorney McGuire an- 
nounced last Tuesday that the authori- 
ties: are in possession of a report that 
Mrs. Leslie is alleged to have been con- 
victed of larceny three times in England, 
and that if these larcenies are felonious 
offences, the convicted woman will be a 
fourth offender. Mr. McGuire is at pre- 
sent in communication with Scotland 
Yard concerning these alleged convic- 
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tions, which are said to have been com- 
mitted in respectively 1901, 1907 and 
1920. 

Samuel Flakser, manufacturing jew- 
eler, has removed from 66 Nassau St., to 
Room 601, 87 Nassau St. 

C. Noonan’s Son, gold and silver 
platers, announce that they are now 
located in larger quarters at 24 John St. 

The following New York concerns 
have recently been granted charters of 
incorporation at Albany: Palter & 
Smith, jewelry; Harry Ehrens, jewelry, 
and S. & H. Ostrin Co., jewelry. 


Louis Birnbaum of the Birnbaum 
Pressel Co., Inc., sailed for Europe on 
the Berengaria May 14. Mr. Birnbaum 
will devote his time to the study of 
the diamond markets of Antwerp and 
Amsterdam with the special view of 
purchasing rough to be worked in the 
concern’s cutting plant at 62 W. 47th St. 

The trial of Meyer Person and Henry 
Weidhorn, of the firm of Person & Weid- 
horn, customs brokers, Charles Valvo 
and Vincent Valvo, alleged remaining 
members of the Federal Mail Order 
Corp. and Superfine Watch Co. smug- 
gling ring has been postponed until the 
early part of June. These men had been 
scheduled to appear for trial last Mon- 
day. 

The board of directors of the Metro- 
politan Retail Jewelers’ Association held 
a meeting last Thursday night at the 
Odd Fellows’ Temple, with Sol Reich- 
gott, president, presiding. A drive for 
the enforcement of the Sabbath Law 
was planned, for the purpose of prevent- 
ing stationary stores and other establish- 
ments remaining open on Sunday from 
selling clocks and other articles of mer- 
chandise carried in stock by jewelers. 
A special meeting of the organization 
will be held again tonight to adopt the 
new by-laws for the association that 
have been drawn up by a committee 
appointed for that purpose. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended May 17, 1930. 


The U. S. Assay Office reports: 
Gold bars exchanged for gold 


GN here kune a’ ces cue ce ae e« $521,759.01 
Gold bars paid depositors..... 35,378.94 
NES Fh SESS eRe Hees $557,137.95 


Of this, gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
RM gh Ba aig Sep glarés Carne elececa es $297,889.57 
i Ee ea eer 40,703.51 
Be EM time WeecnsccOucusen wes 61,377.23 
: BE nie CREWE KWOK Warne ae 46,189.67 
a Se ee ene 60,510.17 
a BSR re erent 15,088.86 


$521,759.01 
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New York Credit Jewelers Elect 
Officers 


At the meeting of newly incorporated 
organization, the Associated Credit 
Jewelers of New York, Inc., held last 
Friday evening at the Hotel Lincoln, 
Eighth Ave. and 44th St., New York, the 
members, numbering 10, elected per- 
manent officers and a board of directors, 
to be installed at the next meeting. 

Those elected to office are: Jules 
Glaser, of Jules-Wallace & Co., Ince, 
president; Mitchell Hamiltberg, of the 
Brooks Jewelry Stores, Inc., vice presi- 
dent; Hyman E. Cohen, of the Cole 
Jewelers, Inc., secretary, and Alvin R. 
Baer, of the American Watch & Dia- 
mond Co., treasurer. The board of direc- 
tors includes Elliott P. Hirshberg, chair- 
man, Harold V. Busch, Henry Astor, 
Arthur Eypel, and Eugene Rothman. 

The constitutign and by-laws, which 
had been drawn up under the guidance 
of David Greenberg, counselor for the 
Executive Board of the Retail Jewelers’ 
Association of New York, was read and 
adopted by the members, and dues were 
paid by all present for the ensuing year. 

The primary aim of the organization 
is the establishment of a credit rating 
bureau which will put a credit listing 
of jewelry purchasers in New York at 
the disposal of the members. This list 
is to be built up by the jewelers them- 
selves. 

As provided by the constitution, meet- 
ings will be held on the third Tuesday 
of each month. Announcement has been 
made to the trade that the next meeting, 
to be held June 17, will be open to all 
credit jewelers of New York, who are 
invited to attend in order that they may 
see the advantages growing out of mem- 
bership in the association. 








Jewelers of Down-Town New York to 
Close Over Memorial Day 
Week-End 


Over 40 members of the jewelry trade 
in the Maiden Lane section of New 
York have agreed to close their places 
of business from next Thursday night, 
May 29, to Monday morning, June 2. 
The agreement, now in_ circulation 
among members of the trade, was drawn 
up by H. H. Dillingham, of N. H. White 
& Co., 21 Maiden Lane, and anyone de- 
siring to follow the example set by the 
majority of the downtown jewelers 
should communicate with him. The hope 
has been expressed that members of the 
trade in the uptown section will also 
follow the plan that has been adopted 
by the downtown jewelers. 

The following firms have already 
signed the agreement: 

N. H. White & Co., Enos Richardson 
& Co., Kent & Woodland Co., Sloan & Co., 
Larter & Sons, Alpheus L. Brown, Leo 
M. Sachs, A. R. Becker & Co., Mary F. 
Welsh, Beyer & Rohrbach, Jules Racine 
& Co., Cooper & Forman, Charles C. 
Pickford, Crossman Co., Chas. S. Cross- 
man & Co., Louis G. Weigel, Edmond E. 
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Robert, Inc., Geo. O. Street & Sons, Inc., 
E. S. Smith Co., Inc., Wiltshire-Biffar Co., 
S. Kavee, L. S. Meyer & Bro., A. A. Gold- 
fluss & Co, Chas. H. Layng, Holt Clock 
Co., W. T. Schneider, William Everett 
Ward, Mary F. Kenna, International 
Silver Co., LeCount & Sims, J. W. John- 
son, Ketcham & McDougall, William J. 
Ward Co., The Alvin Corp., Reed & 
Barton Corp., The Gorham Co., J. F. 
Newman, Inc., Yeblon & Co., Jewelers 
Security Alliance, Henry Ginnel & Co., 
J. R. Wood & Sons, Reirdan Bros., Inc., 
Sinnock & Sherrill, Solidarity Watch 
Case Co., M. Tishman, C. A. Grimsey, S. 
Stanley Solomon, J. Furman Curtis, 
Potter & Buffinton Co., H. F. Barrows 
Co., W. H. Wright Inc., Leys, Christie 
& Co., Albin & Kellman, Clock Dealers 
Inc., Mansfield & Lanz, Kelly & Kil- 
martin, J. F. Sturdy’s Sons Co., Derby 
Silver Co., Thomas A. Cray, Van Sise 
& Chapter. 

Most of the concerns listed will also 
remain closed July 5, following the cele- 
bration of Independence Day. 








NEWARK 





Imported and domestic costume jewelry 
are lines to be carried by the Oriental 
Art Co. when it opens a retail store at 
38 Bank St., within a short time. 

Isaac Wigdor, located at Broadway 
and 21st St., Bayonne, N. J., will soon 
have associated with him his youngest 
son, Louis, who will have charge of his 
father’s optical department in addition 
to the repair department. 

The manufacturing jewelry concern of 
Weeks & Co. at Allenhurst, N. J., has 
been incorporated with a capital of $10,- 
000. Mary R. Weeks, Raymond G. 
Weeks of West Allenhurst and Kays R. 
Morgan of Interlaken are the incorpo- 
rators ‘named. 

Walter J. Stone, who purchased full 
interest of the firm known as Orr & 
Stone of, 18-20 Columbia St., Newark, is 
this month changing the name to Wal- 
ter J. Stone, Inc. The purchase of Mr. 
Orr’s interest was made in 1926 but man- 
ufacturing continued until now under the 
former name. 

Abelson’s, Inc., of 855 Broad St., an- 
nounce the expansion of their retail in- 
terest with another link to be known as 
Abelson’s, Inc., branch store at 287 Main 
St., corner of Dey St., Orange, N. J. 
Charles F. Feldman, who is to be man- 
ager of the Union City store when it 
opens in July, is to temporarily take 
charge of the Orange branch. 

The program for the convention of the 
New Jersey Retail Jewelers’ Association 
in June is taking form and acceptances 
from guest speakers are being received. 
Richard P. Hartdegen, State president, 
has announced that Robert Barton of the 
Elgin National Watch Co. will come East 
to address the convention. C. Bulova of 
the Bulova Watch Co. will also give an 
address. The State secretary, William 
Baird of Newark Ave., Jersey City, is 
chairman of the speakers’ committee. 
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Bandits Hold Up Philadelphia Jeweler 
and Escape with Loot Worth 
$1,000 


PHILADELPHIA, May 21.—One of the 
boldest jewelry holdups for years in this 
city, was that in which Joseph G. Smith, 
manufacturing jeweler, with offices in 
the Victory building on Chestnut St., 
was the victim. 

Smith and his assistant, Miss Loretta 
Mount, were alone in the office when 
four young men with revolvers entered 
and tied and gagged both Smith and 
the girl, and rifled the showcases and 
desks. Smith was helpless being hand- 
cuffed, his mouth sealed with tape was 
left lying on the floor. The robbers left 
after locking the office door but Miss 
Mount, although bound and gagged, 
managed to roll across the floor to the 
door, pounded on it with manacled hands 
until persons in the hall heard the noise 
and investigated. 

Mr. Smith stated the loot was about 
$1,000. In their haste the bandits over- 
looked a tray of diamonds on Miss 
Mount’s desk, which she had hastily 
thrust under a pile of papers when she 
realized it was a holdup. 

Smith is certain he recognized one of 
the bandits as a young man who a few 
hours before the robbery had brought in 
a watch to be repaired. The jeweler 
noticed at the time the man seemed to 
be studying the interior arrangements 
of the place closely, but attached no 
significance to it. The robbers were un- 
masked but had their hats pulled down 
as far as possible over their faces. 








Federal Government to Extradite 
Rose Friedman 


Extradition papers have been signed 
by Governor Roosevelt of New York, 
ordering the return from France of Rose 
Friedman, formerly in the jewelry busi- 
ness at 48 W. 48th St., New York, to 
face two indictments of grand larceny. 
In these indictments she is accused of 
absconding with a large amount of valu- 
able jewelry given to her on memoran- 
dum by two New York jewelers. 

Officer Smith of the New York city 
police, Oak St. Station, is leaving next 
Saturday on the Leviathan to obtain 
custody of Miss Friedman from the 
French Government, bearing the papers 
and also a warrant of rendition signed 
by President Hoover. 

She and her father, Samuel Friedman, 
have been serving time in a French Fed- 
eral Prison at Cannes, following con- 
viction on charges of smuggling brought 
against them by the French Government 
last November. ‘They were apprehended 
by the French officials as they dis- 
embarked from the Leviathan, Nov. 27, 
and the jewels valued at $100,000, found 
in their possession, were confiscated by 
the French Government. The sum of 
$40,000 was found on their persons, at 
the time 6f their arrest, and the fugi- 
tives were fined this amount for failing 
to declare the merchandise. 

Edward J. Gould, of Gould & New- 
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man, was retained as counsel by the 
creditors, and following the confiscation 
of the jewels by the French Government, 
he protested to the Secretary of State 
at Washington, claiming that this action 
violated the rights of the citizens of the 
United States on the grounds that the 
merchandise and cash found in posses- 
sion of the fugitives was in reality the 
property of their creditors. This protest 
was presented to the French Govern- 
ment by the American Embassy, and it 
has agreed to return the jewels and cash 
to its rightful owners. 

When she arrives in this country, 
Miss Friedman will be confronted with 
many charges of forgery arising out of 
promissory notes she gave to various 
creditors in payment of merchandise, 
purporting to be signed by jewelers en- 
joying a very high credit rating, and 
which later developed were forgeries. 

In addition to charges of forgery and 
the indictments for larceny, Miss Fried- 
man will be subjected to an examination 
by the Federal Court, in a petition in 
bankruptcy, filed March 6 by Gould & 
Newman, attorneys for the creditors. 








Bandits Attempt to Rob Boston Jeweler 
But Are Frightened Away 


Boston, MAss., May 17.—In a daring 
daylight robbery attempt, three armed 
men tried to strangle an aged West End 
jeweler in his shop at 26 Lime St., late 
yesterday afternoon but were frightened 
off by the man’s screams. ‘The men fled 
in an automobile. 

According to the story told to Special 
Officers Andrew J. Mullen and Raymond 
Lane of the Joy St. Station by Thor 
Christiansen, 65, the proprietor, the trio 
walked into the store Wednesday after- 
noon and left a watch to be fixed. 

The following day one of the three 
walked up to the counter on the second 
floor and as Christiansen was handing 
over the timepiece a second man with 
a mask hiding his face ran through the 
doorway and grabbed him by the throat. 
As the proprietor fell back he yelled and 
the frightened pair and a companion ran 
out, leaving the mask and a black Boston 
bag behind them. 








Burglars Blow Open Safe in Lester 
Jewelry Co.’s Establishment, 
Boston, and Escape with 
Money and Jewelry 


Boston, MAss., May 17.—Jewelry and 
money totalling more than $10,000 were 
stolen when the safe in the Lester Jewel- 
ry Co., at 39 Hanover St., North End, 
was blown some time during the day 
of May 11 by burglars who _ bored 
through a nine-inch brick wall in order 
to enter the store. The robbery was 


discovered by Patrolman Keating of the 
Milk St. station, who found the front 
door open. 

The safe breakers crawled through a 
second story window in the Blanchard 
Linotype School at 41 Hanover St., and 
with sledge hammers and drills broke 
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through to the Lester establishment, 
The combination dial on the safe wag 
knocked off and the inner door forced by 
explosives. A 38-calibre revolver, fully 
loaded, was found nearby. 

The proprietor is Hyman Freeman of 
N. Russell St., Brighton, who told the 
police the loot comprised diamonds, 
rings, watches, bracelets and about $300 
in cash. It was the third break in ag 
many weeks in the district. 








New Hampshire Jewelers Meet at 
Nashua 


NasHua, N. H., May 21.—The 15th 
annual convention of the New Hamp- 
shire Retail Jewelers’ Association 
opened at the Tavern Hotel yesterday 
afternoon with 70 members and guests. 
in attendance. The convention, a two-day 
affair, was called to order by Augusta 
U. Burque of this city, president of 
the association. Mayor William F. Sul- 
livan and President Sceva Speare of the 
Nashua Chamber of Commerce extended 
the greetings of the city to the organ- 
ization. 

The two-day program is an extensive 
one and well diversified. ‘Talks pertain- 
ing to the business have been scheduled 
with an interesting program of sports 
and sight-seeing arranged to make the 
stay of the guests a pleasant one. 


Tuesday 

Other speakers on the program at the 
session were John Vandeleuer, Chief of 
Speakers’ Bureau, New England Council, 
whose address “Business Stabilization 
in New England” proved stimulating to 
his listeners—another interesting ad- 
dress was by Howard L. Carpenter, whose 
subject was “Counsel for the Defense.” 


Wednesday 

A breakfast conference called for 7.30 
Wednesday morning inaugurated the 
final day’s business session. | 

The speakers on the program of busi- 
ness topics were Charles T. Evans, Sec- 
retary American National Retail Jewel- 
ers Association, E. F. Lilley, director 
Horological Institute of America and 
Alden Kenyon. The officers and direc- 
tors of the Association went into execu- 
tive session and heard the report of the 
secretary, treasurer, resolutions and 
nominating committees. 

The afternoon was devoted to golf and 
sports with the delegates participating 
in the events. The convention closed 
Wednesday night with a banquet and 
dance held at the Nashua Country Club. 








The government has just paid $17,000 
to informers in the Ogdensburg, N. Y., 
customs district. The money amounts to 
25 per cent of the value of imported 


.goods seized by customs officers on in- 


formation given by informers. The 
greater portion of the money was paid’ 
in connection with the seizure of dia- 
monds which it was attempted to smug- 
gle through at Rouses Point. This pay- 
ment amounted to $9,775. Another dia- 
mond seizure brought a reward of $5,- 
000. The balance was paid to informers: 
in liquor cases. 














he 
of 
il, 
on 
to 
d- 
se 


30 
he 


i- 
C= 
a} 
or 
id 


ul- 
ne: 
id 


1g 
od 
id 


0 


to 
ad 


1€ 
id 
A- 
y~ 
y- 
A- 


'y 


rs: 





May 22, 1930 


CHICAGO NOTES 





Al. Kramer, manufacturers’ repre- 
sentative, moved to the 13th floor of the 
Heyworth building from his former 
headquarters on the 16th floor of the 
same building. 

Al. Pretzfelder, of Bayer, Pretzfelder 
& Mills, New York, called on the trade 
in Chicago during the past week. Mr. 
Pretzfelder, is making his usual business 
trip through the Middle West. 

Al. Nathan, of the Star Ring Co., with 
headquarters in San Francisco, Cal., 
passed through Chicago last week en- 
route home from Buffalo where he spent 
a couple of weeks at the home offices 
and factory. 

The Madison Jewelry & Novelty Co., 
opened their store for business at 178 
W. Madison St. Harry Sachnaff is the 
owner of this business. He formerly 
was in partnership with his brother at 
520 S. State St. 

Tom Noonan, Chicago manager for 
Ostby & Barton Co., Frank Moran, of 
J. F. Sturdy’s Sons Co., and Freddit 
Haller of Arnold & Steere, left this week 
for their southern territory and will be 
away for several weeks. 

Robert Kiep, prominent jeweler of 
Joliet, Ill., passed through Chicago last 
week enroute to Rochester, Minn., where 
he will spend some time at the Mayo 
Hospital. Mr. Kiep has not been enjoy- 
ing the best of health and is going to 
Mayo’s for treatment. 

George Flemming, of the J. J. Sommer 
Co., returned to his new offices.on the 
12th floor of the Heyworth building last 
week after completing a business trip 
through the West. After remaining here 
for a few days, Mr. Flemming left on 
another trip through the South and will 
be away for about two weeks. 

The Hammond Clock Co., is located in 
its beautiful new building at 2911 North 
Western Ave. This firm for many years 
was located on Ravenswood Ave. The 
new building consists of four floors, giv- 
ing the concern ample space for manu- 
facturing purposes, storage, shipping, 
display and general offices. 

Wm. Vogel, retail jeweler at 1218 S. 
Crawford Ave., reported his window 
smashed last Thursday night. Mr. Vogel 
is one of many retail jewelers through- 
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out the city who has been the victim 
of window smashers during the early 
mornings. In each case pen and pencil 
sets and cheap watches have been taken. 

In the matter of M. Sensibar, negotia- 
tions were conducted for benefit of credi- 
tors and a settlement offer of 20 per cent 
in cash submitted. This cash to be paid 
when creditors have filed their state- 
ments with Goldman, All!shouse & Healy. 





Funds for the settlement are being ad- 
vanced by J. R. Sensibar, a relative of 
the debtor. 

Edward G. Alsing, is the fourth man 
to celebrate his 50th anniversary with 
the Juergens & Andersen Co. Mr. 
Alsing, a jeweler has been connected 
with the shop of this concern since May 
19, 1880. Mr. Alsing was born in Malno, 
Sweden, November 4, 1857. He left his 
home in April, 1880, and came directly 
to Chicago, entering the shop of Juer- 
gens & Andersen Co. 

H. Hagen and Harry Brewbaker, re- 
cently formed the Capitol Watch Repair 
Co., and have opened offices and a shop 
in suite 1511 Capitol building, 159 N. 
State St. Both men have been associ- 
ated in the jewelry business as watch- 
makers for some time. Mr. Hagen, for- 
merly was connected with the watch re- 
pair department of Montgomery Ward 
& Co., and Brewbaker formerly of the 
Illinois Watch Case Co. 

Word was received in Chicago last 
Saturday that on Friday evening the 
watchmaker of the Spritz Jewelry Co., 
Danville, Ill., together with his wife and 
child were kidnaped by holdup men, 
forced to return to the store and open 
the safe, after which they were taken to 
a lonely road and ordered out of their 
automobile. The bandits escaped with 
merchandise valued at about $20,000, all 
of which is covered by insurance. 

A meeting of creditors of the Morrison 
Jewelers, Inc., was held last Tuesday in 
the offices of Goldman, Allshouse & 
Healy, with practically 75 per cent of 
the indebtedness represented. The presi- 
dent of the debtor corporation was pre- 





sent and submitted a statement of assets 
and liabilities as of April 29, 1930. 
The assets consist of fixtures (market, 
value) $200; merchandise (approximate 
cost) $1,500, and accounts receivable 
$300, making a total of $2,000. Liabilities 
are $6,497.44. This includes merchandise 
creditors $5,283.71, and rent (arrears) 
$1,213.73. The debtor also presented 
pawn tickets covering loans aggregating 
$4,125, made over a period commencing 
June, 1929 to and including April, 1930, 
the equity in said pawns being doubt- 
ful. Sam Caro offered to finance a settle- 
ment of 25 per cent, payable 20 per cent 
in cash and 5 per cent by his personal 
note due July 15, 1930. That offer was 
recommended for acceptance to all credi- 
tors. Mr. Caro has deposited settlement 
funds with Goldman, Allshouse & Healy 
as evidence of good faith. 

Creditors of Arthur Newman, trading 
as I. C. Newman, at 133 N. Clark St., 
have been advised that I. C. Newman, 
Inc., a corporation has purchased from 
Arthur Newman the entire assets and 
business conducted by said debtor, in- 
cluding the entire stock, bills and ac- 
counts receivable, etc., and good will 
of said business with the exclusive right 
to the use of the name of I. C. Newman 
in connection with such business. I. C. 
Newman, Inc., is to pay for all said 
tangible and intangible assets a sum 
equal to 60 per cent of the face amount 
of the claims of the creditors. 15 per 
cent of the amount of their respective 
claims in cash on May 15, 1930. The 
remaining 45 per cent shall be evidenced 
by 17 notes for each creditor. 36 per 
cent of the amount by a series of 13 
promissory notes by I. C. Newman, Inc., 
10 in the sum of 3 per cent each and 
three in the sum of 2 per cent each, 
which 13 notes shall be payable monthly 
beginning July 10, 1930 and for 12 
months thereafter and shall be endorsed 
by Charles H. Newman. Nine per cent 
of the amount of their respective claims 
by three promissory notes, each in the 
sum of two per cent of the face amount 
of such claims which three notes shall 
be payable respectively Aug. 10, 1931, 
Sept. 10, 1931 and October 10, 1931 and 
by one promissory note of I. C. Newman, 
Inc., in the sum of three per cent of the 
face amount of such claims which shall 
be payable Nov. 10, 1931. The sale took 
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place on May 15, and I. C. Newman, Inc., 
are now in possession of all assets and 
business. 








CINCINNATI 


The sale of assets of Lee Horn, bead 
dealer at 18 E. 4th St., was ordered by 
Charles T. Greve, referee in bankruptcy. 
Horn filed a petition in bankruptcy. An 
auction sale will be held in his office May 
27. 

The lease of Sig Strauss, diamond 
dealer, was renewed during the week for 
the office at 835 Enquirer building on 
Vine near 6th St. Strauss moved to the 
Enquirer structure just before the Carew 
building was torn down. 


A large suite of offices has been taken 
over by William F. Pohlmeyer, diamond 
‘dealer and jewelry manufacturer in the 
Palace Theater building, E. 6th St. 
Pohlmeyer now-has three times the space 
he formerly occupied on the fourth floor 
of the same building. The establish- 
ment takes in the entire west wing of 
the structure. 

The annual outing of the Cincinnati 
Wholesale Jewelers’ and Manufacturers’ 
Association will be held at Hoppe’s 
Island, Fosters Crossing, Tuesday, June 
3. It will be the first time that the asso- 
ciation will visit Hoppe’s Island as the 
out-door gathering was held in Price Hill 
last year and Bass Island the year be- 
fore. In preceding years the outing had 
been held at various places in Kentucky. 
Clarence Loeb, chairman of the outing 
committee, announced a motor parade 
would form down-town and travel to the 
island. 











EVANSVILLE 


F. F. Lammers, who for a number of 
years has owned and operated a retail 
jewelry store at Huntingburg, Ind., has 
purchased a jewelry store at Webb City, 
Mo., and moved with his family to that 
place. Mr. Lammars will continue his 
business in Huntingburg, the business 
being managed by Henning Strolin, an 
experienced man in the jewelry and re- 
pair business. 

The Sterling Jewelry Co., of New- 
castle, Ind., having a capital stock of 100 
shares of no par value, have filed articles 
of incorporation with the secretary of 
state at Indianapolis, the incorporators 
being Harry Cramer, Norman Cramer, 
Bertsyl Faris, Ivan I. Spahr and Camille 
Cramer. The objects of the incorpora- 
tion are to buy and deal in jewelry, dia- 
monds and watches. 

Work on remodeling the building at 
321 Main St. here, to be the new head- 
quarters for Kruckemeyer and Cohn, 
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retail jewelers, goes forward rapidly. A 
new metal front is being installed in the 
building. Two stories of the building 
and the mezzanine balcony will be used 
for jewelry and silverware displays and 
optometric service. The building will 
be occupied about June 15. 

Retail jewelers of Evansville and 
other towns in southwestern Indiana 
report trade holding up well and most of 
the men engaged in the business are 
looking for trade conditions to improve 
materially after the first of June. Re- 
ports from rural communities are more 
encouraging now than they have been 
for some time past. This is the time for 
high school commencements in this part 
of the state and many of the retail jewel- 
ers report a very good run on class 
rings, pennants and the like. Wholesale 
jewelers say trade is holding up very 
well. 








CLEVELAND 


W. W. Billings retail jeweler of De- 
troit Road, Rocky River will close out his 
stock at auction. He will continue in 
the repair business. 

In an attempt to enter the store of 
S. G. Cirelli of 929 Woodland Ave. on 
Sunday night, thieves damaged the pro- 
perty to a greater extent than the value 
of the loot they obtained. They bat- 
tered the front door, and not being able 
to force an entrance, smashed a pane of 
glass, taking small articles of nominal 
value. 

The regular monthly luncheon meet- 
ing of the 24 Karat Club was held on 
Wednesday noon at Hotel Winton. A 
good attendance was reported. H. N. 
Beattie, president, presided. Clarence 
Rock, secretary, reported he was still 
endeavoring to have a woman’s organi- 
zation sponsor the talk on diamonds that 
Mr. Coffey will give here in June. A 
favorable report to the executive com- 
mittee was anticipated in the near fu- 
ture. There.was a round table discus- 
sion of matters of general trade interest. 
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DETROIT 


Louis Slobe, representing the perfume 
department of the A. C. Becken Co, 
wholesale jewelry, Chicago, passed a few 
days last week calling on the trade in 
Detroit. Frank Niepp and Jerry Nay, 
managers of the Detroit store of the 
same organization, have returned from 
trips that took them through outlying 
districts of the State. 

As a result of a recent decision made 
by First Assistant Commissioner Kin. 
nan, of the United States Patent Office, 
R. Harris & Co., Washington, D. C., is 
entitled to register as a trademark for 
finger rings, the notation “Diamond 
Blossom,” although opposed by the Traub 
Mfg. Co., Detroit. The Traub Co. for 
many years has been using the name 
“Orange Blossom” for the same class of 
merchandise. 

The Gerson Jewelry Co., Detroit, an- 
nounces that Punxy Gerson is now 
affiliated with its organization in the 
capacity of secretary and treasurer. Mr, 
Gerson is a younger brother of Samuel 
Gerson, president of the company. He 
has passed practically his entire life time 
in the jewelry business. 

A new advertising agency has been 
organized in Detroit under the name of 
Gerson-Levy-Robinson, Inc. Although 
dealing in general advertising copy, the 
organization will specialize in the credit 
jewelry field. Arthur Levy, president, 
was formerly connected with the 
Simons-Michelson Co., Detroit, and with 
the Modern Jeweler, as associate editor. 
Maurice Robinson, vice-president, was 
also active with the Simons Michelson 
Co., and Jerome Gerson, secretary and 
treasurer, has been active in the mer- 
chandising and advertising phases of the 
fur industry for years. 














FEDERAL NOTES 


Announcement has just been made by 
the Federal Radio Commission that it 
will hear the application of the Waltham 
Watch Company of Waltham, Mass., for 
a permit for a radio broadcasting station 
on May 21st. The station is wanted by 
the company to broadcast time signals. 

* * * 


Acting Commercial Attache B. D. 
Dahl, at Riga, Latvia, in a report to the 
Department of Commerce states that re- 
cently a shipment of 800 kilos of gold 
and 600 kilos of platinum arrived in Riga 
by rail from Moscow and were immedi- 
ately transshipped on the S. S. “Minos,” 
which left for Hamburg. 


x* * * 


Reports to the Committee on Causes 
of Customer Returns of the National Re- 
tail Dry Goods Association, by member 
stores with annual volumes ranging from 
$750,000 to over $15,000,000 showed 9.5 
returns from jewelry and 7.1 returns 
from silverware. 
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MILWAUKEE 


Claude Olney, retail jeweler-optome- 
trist at West Allis, Wis., a suburb of 
Milwaukee, has discontinued business. 

The following retail jewelers from 
Wisconsin visited at Milwaukee whole- 
ywle houses during the past week: F. 
Sermann, Wisconsin Rapids; John L. 
Seiger, Racine, and Otto Boelte, Colum- 
bus. 

The importance of tieing up newspaper 
advertising copy with service and excel- 
lent merchandise was stressed by John L. 
Meyer, field director of the George W. 
Mead Newspaper Advertising Institute, 
in a talk before the Madison Advertis- 
ing Club on Wednesday noon, May 14. 
Mr. Meyer pointed out that any kind of 
advertising becomes ineffective if stores 
have “snippy” salespeople or discourte- 
ous employees. 

The Milwaukee District Jewelers’ 
Club, retail jewelers organization of 
Milwaukee, has re-elected the following 
officers for the ensuing year: President, 
Arthur R. Bachman; seeretary, Samuel 
Dalin, and treasurer, Ervin Metzke. 
Fred Kaeding has been chosen vice- 
president to succeed Henry Jung. The 
tub held its annual meeting Tuesday, 
May 13, at the Elks’ Club at Milwaukee. 
Officers were elected following a routine 
business session. 


LOS ANGELES 


Ed. Craft, of the Craft Mfg. Co., In- 
dianapolis, was here on business last 
week. 


Jules Schwob, of A. Schwob Co., Inc., 
New York city, was in Los Angeles, last 
week, calling on the trade, and attending 
the trade show. 

Miss Elizabeth Johnson, secretary, 
with Koke Slaudt & Co., is to be married 
nxt Thursday, to Jerry Uhlik, well 
known to the trade here. 

James A. Bridges, manager of the Los 
Angeles branch of the International 
Silver Co., left last Saturday for a busi- 
ness trip to Honolulu. He sailed on the 
City of Honolulu. : 

P. A. Rowe, vice-president of A. I. 
Hall & Son, Inc., was a visitor to Los 
Angeles, last week. Mr. Rowe, in com- 
pany with Manager Kligele of the local 
branch, made a trip to the Imperial 
Valley, visiting the trade. 

_The E. Bastheim Jewelry Co. is plan- 
ning to move its Cecile stockrooms from 
the fifth floor to the main salesrooms on 
the fourth floor. The company is add- 
ing two more rooms to its present main 
suite at the Title Guarantee building. 

Among out-of-town jewelers seen in 
los Angeles, last week, were H. T. 
Harger, San Francisco; William H. Gil- 
christ and H. H. Harris, Santa Barbara, 
and Frank S. Fisher, Riverside. They 
me visitors at the convention here last 
Week, 

W. B. Sutherland, head of Sutherland 
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& Miller, returned last week from a two 
months’ trip up the Coast as far north 
as Seattle. Mr. Sutherland has departed 
for the eastern factories, planning to 
visit Attleboro, Newark and New York 
plants. He expects to be absent about 
a month. 

George Rohloff, Pacific Coast repre- 
sentative for the Benedict Mfg. Co., 
Syracuse, N. Y., was a business visitor 
to the city, last week. “Our business,” 
said Mr. Rohloff to a JEWELERS’ CIR- 
CULAR reporter, “is 60 per cent better, 
—I mean my sales, too—than it was a 
year ago. 

W. T. Burkhart, diamond merchant in 
the Guarantee building, has returned 
from a business trip to Stockton, mak- 
ing the trip by airplane. “I am grati- 
fied at the business prospects,” Mr. 
Burkhart told a reporter for THE JEWEL- 
ERS’ CIRCULAR. “My volume of trade for 
April exceeded any previous month of 
the year.” 

Glenn L. Box, of Monrovia, was a 
visitor to the wholesalers, last week, 
and attended the Jewelers Trade Show 
and convention. Mr. Box has taken THE 
JEWELERS’ CIRCULAR for many years 
gathering much useful information each 
week from this magazine. “I couldn’t 
get along without it; it helps me in my 
business management much more than 
I can tell,” he stated. 

Clifford Whiting, of Whiting & Davis 
Co., Plainville, Mass., was in attendance 
at the convention of the California Gold 
and Silversmiths’ Association where his 
company had a large and attractive ex- 
hibition of mesh bags. Mr. Whiting 
showed THE JEWELERS’ CIRCULAR re- 
porter a dress fashioned entirely of 
silver thread and gold bullion. “The 
dress is one of eight we made for Irving 
Berlin’s Follies, the eight costing $150,- 
000,” said Mr. Whiting. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 


London U.S. Gov’t New York 

Date Official Assay Bars Official 
May 13.... 19% 43% 41% 

— 36...« Fem 43% 41% 

ae | ae 4314 40% 

OGG ccs “Se 43% 414% 

* $9.3. AG 431% 40% 

« 39.... 35 43 40% 
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Alfred Grossman, formerly with J. H. 
Spiro is now city salesman for R. & L. 
Myers. 


Glindemann & Son, one of the old 
established jewelry firms of the city, 
planned to open on May 21 in their 
new upstairs store, 214 Phelan building. 


Irving I. Wildberg of Wildberg Bros. 
Smelting & Refining Co., has returned 
from spending some time in southern 
California, on business. He found busi- 
ness conditions to be fair in this district. 


Ralph Thomas, formerly a_watch- 
maker in Monterey, Cal., has opened a 
jewelry store at Lodi, one of the im- 
portant agricultural centers of Central 
California. Mr. Thomas took over the 
fixtures of H. A. Hulegard. 


Fred Oswalt, retail jeweler, has moved 
his store from Daly City, an outlying 
suburb of San Francisco, to a city loca- 
tion at Haight and Fillmore Sts. This 
is only a few blocks from Market St. 
and is a busy transfer point on two- 
car lines. 


C. R. Gardiner, president of the In- 
ternational Silver Co. and W. H. Race, 
both from the company’s headquarters 
at Meriden, Conn., spent a week in San 
Francisco toward the middle of May, on 
their trip to many of the principal trad- 
ing centers in the United States, includ- 
ing all their district offices. 

The Northern California Jewelers’ 
Golf Association will hold its second 
tournament of the season on June 6 at 
the Capuchino Golf and Country Club. 
Players will tee off at 1 p.m. The club 
is about 15 miles south of San Francisco, 
on the west side of El Camino Real 
Highway. For the non-golfers there 
will be a “get together” dinner with the 
golfers at the club, at 6.30 p. m., at 
which time the prizes will be awarded. 
Wholesalers and retailers needing prac- 
tice may play in the noon hour. S. H. 
Tanner of the Gorham Co.’s coast head- 
quarters in the Sachs building is chair- 
man of this tournament. Other mem- 
bers of the Golf Committee are Fritz 
Barkan, Sidney Burnett, Walter L. 
Glenn, Herbert Van Ness, Albert S. 
Samuels. It is planned to make the 
coming tournament a banner one, Chair- 
man Tanner states. 








A Correction 


It was recently reported that Morry 
Mayer had been associated with the 
I. Behrstock Co., 315 W. Fifth St., Los 
Angeles, Cal., after liquidating the firm 
of Mayer & Weinshenk, 704 Market St., 
San Francisco. The report was in error 
in stating that Mr. Mayer owned the 
company. He was a partner with Syd- 
ney Weinshenk in the firm and not the 
sole owner. Mr. Weinshenk is continu- 
ing the business under the same style 
of Mayer & Weinshenk without inter- 
ruption. 
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PROVIDENCE 


The Nickerson Art Metal Co. has re- 
moved from 139 South St. to 236 Aborn 
St. 

Bagian Bros. & Co. have removed from 
19 Calendar St. to 72 Elm St., into 
larger quarters. 


The Fam Co., which has been located 
at 294 Richmond St., has recently moved 
to a new location at 104 Point St. 


Mr. and Mrs. Edward B. Hough have 
returned to their home in this city after 
a two months’ sojourn in southern Cali- 
fornia. 





Eustace Crees sailed from Boston re- 
cently on the S. S. Marconia and will 
make a five weeks’ tour of the lake 
region in England. 


T. Clyde Foster of Theodore W. Foster 
& Bro. Co. has returned to his desk 
following a two months’ travel trip in 
Europe. 


Mr. and Mrs. Calvin Dean have closed 
their new home at Miami Beach, Fla., 
and are now residing at 251 Norwood 
Ave., Edge, R. I. 


The Ralph Ring Co., Inc., 36 Garnet 
St., this city, has opened a New York of- 
fice at 1 West 34th St., where they are 
represented by Leiss & Levine. 


George L. Claflin Co., jewelers’ sup- 
plies, etc., after many years at 70 S. 
Main St., has removed its general offices 
and wholesale departments, to 150-160 
Dorrance St. 


Irving Daniels of the Barnett Daniel 
& Co., 36 Garnet St., makers of sterling 
silver costume jewelry, will be located in- 
definitely at the Providence Biltmore 
Hotel. 

Joseph Krasnow, Inc., has been in- 
corporated under the laws of Rhode 
Island to carry on a retail jewelry busi- 
hess with an authorized capital of 300 
shares of common stock without par 
value. 


Frank H. Fairbrother, who has been 
identified with the electro-plating branch 
of the local jewelry industry and has 
been manager of several Canadian jewel- 
ty concerns, has been made manager of 
the Mfrs. Supply Co., of Providence. 

Saacke, Schmidt Co., Inc., 107 Ste- 
wart St., has been incorporated under 
the laws of Rhode Island to conduct a 
manufacturing jewelry business, with an 
authorized capital of $100,000. 

The Precision Tool Co., 9 Calendar 
St. this city, is owned by Eugene H. 
Robida of 382 Weeden St., Pawtucket, 
according to his statement filed at the 
city clerk’s office. 

Mr. and Mrs. Erling C. Ostby and 
daughter who have spent the winter 
in Honolulu have returned to California. 
Mr. Ostby will return to Providence but 
Mrs. Ostby and daughter plan to spend 
the summer in California and British 
Columbia. 

A deferred sentence was granted by 
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Judge A. A. Capotosto in Superior Court 
here last week to Mario B. Ferraioli, 24 
years old of this city for breaking and 
entering the Weybosset Jewelry Co., and 
stealing property valued at $400. Two 
other youths who were implicated in the 
robbery, have already been sentenced to 
three years and 18 months respectively. 


George Kollstede, Inc., has been in- 
corporated under the laws of Rhode 
Island to conduct a general jewelry man- 
ufacturing and sales business with an 
authorized capital of $50,000 consisting 
of 500 shares of preferred stock at $100 
each and 500 shares of common of no 
par value. The incorporators are Ralph 
M. Greenlaw, C. L. Barnbrook and C. E. 
Waterman. 


Paul Donelan, advertising manager 
for the Gorham Mfg. Co. of this city, is 
the recipient of a contest award of merit 
from the Clock Manufacturers’ Associa- 
tion of America for nation-wide display 
advertising. In 1927 Mr. Donelson re- 
ceived the grand award of $100 in gold; 
in 1928 he was awarded a framed certifi- 
cate of merit; and in 1929 contest the re- 
sult of which was recently announced, 
Mr. Donelan was the winner of a cash 
award, 


Among the jewelry buyers reported in 
this city and vicinity during the past 
week were the following: Miss Hirsch of 
Sarnoff-Neaderland, New York city; 
Miss Slingluff of Macy Co., New York 
City; Mr. Feigel of the Crown Bead & 
Novelty Co., Philadelphia; Mr. Rosefield 
of the S. M. & R. Co., Chicago; Mr. Birn- 
baum of Birnbaum & Kasper, San Fran- 
cisco; Mr. Heimler of Cahn & Co., New 
York city; Mr. Jacobs of D. Jacobs & Co., 
Cincinnati; Mrs. Steele (rings only), 
Cleveland; Mr. Steinberg of Schwartz & 
Steinberg, New York city. 


A worker, polishing glass at a wheel 
the other morning in the plant of Au- 
gust W. Bartlet, manufacturer of imita- 
tion precious stones, 7 Beverly St., 
started a fire, which, but for its being 
quickly drowned by the flood of sprin- 
klers, had the appearance of a disastrous 
blaze. Lacquer was being sprayed on 
to jewelry work, when the polisher work- 
ing near by struck a spark on the swift- 
ly revolving stone. The spark flew into 
the lacquer spray and ignited it. Its 
heat released the sprinkler head above 
and while the alarm was being sounded 
held the flames in check until the arrival 
of the firemen. 


Edmund C. Mayo, president of the 
Gorham Mfg. Co., was the speaker at 
the luncheon meeting of the Providence 
Safety Council at the Narraganset Hote! 
recently. He urged the dissemination 
of educational propaganda by the Gov- 
ernment as a means of reducing the two 
and one-half billion dollar annual loss to 
industry through accidents. Pointing 
out that industrial accidents, besides re- 
sulting in an enormous financial loss, 
also cost the lives of 96,000 workers and 
injured many thousands of others, 
President Mayo declared he believed the 
time had come when the Government 
should interest itself vitally in the 
matter. 









ATTLEBOROS 


Mr. and Mrs. Alton H. Riley have re- 
turned from a several weeks’ trip to 
South America. 


Raymond, 17-year-old son of Oscar 
Hillman, jewelry manufacturer of North 
Attleboro, who was shot through the 
jaw by his chum, while they were target 
shooting recently, was operated upon 
at the Sturdy Memorial Hospital, and the 
bullet was removed. 


Plans were started the past week at 
the meeting of the North Attleboro His- 
torical Society for an exhibit of jewelry 
in connection with the Tercentenary 
celebration in September. Charles H. 
Clark will be in charge of the proposed 
exhibit again this year. 

The new 10-room school building now 
under construction for the city of Attle- 
boro in Hebronville village will be known 
as the “Joseph Finberg School.” Mr. 
Finberg of the manufacturing jewelry 
concern of Finberg Mfg. Co., donated the 
land. 

Charles A. Whiting, of the Whiting & 
Davis Co., has given $100 to the Plain- 
ville Board of Trade to be used for ad- 
vertising the town during the Tercen- 
tenary observance. The board has 
started a movement to interest the vari- 
ous organizations and manufacturers of 
that town in a Tercentenary celebration. 

Arthur L. Clark, 58 years old, a resi- 
dent of Attleboro, where for the past 20 
years he was manufacturing jewelry, and 
more recently a jewelry salesman, died 
a short time ago, after he was stricken 
with a cerebral hemorrhage. He was 
taken ill at his home and died shortly 
after being removed to the Sturdy 
Memorial Hospital. He was a native of 
South Berwick, Me., and is survived by 
his widow and two sisters. 











ATLANTA, GA. 





Among the visitors in Atlanta during 
the week were: P. A. Hughes, Com- 
merce, Ga.; James A. Puckett, Albany, 
Ga.; J. W. Cagle, Ball Ground, Ga., and 
T. W. Woodhouse, of Jonesboro, Ga. 


C. E. Johnson, of Ewing Bros., has 
returned from a trip through his terri- 
tory; George O. Dary is on a trip cov- 
ering Charlotte, Savannah, Jacksonville 
and other points in the Carolinas, Geor- 
gia and Florida; and H. G. Huthinson, 
of the Jewelers Supply Co., has returned 
from a trip through North and South 
Carolina. 


Friends of Mrs. Harley Godby, well- 
known jeweler of College Park, Ga., will 
regret to learn that she is in an Atlanta 
hospital suffering from injuries received 
when her car was side-swiped by a hit- 
and-run driver recently. Her car turned 
over three times after it was forced off 
the road, and she received serious inter- 
nal injuries. 
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Waterford & Son—Jewelers and Watchmakers 


Paul looked up, and recognizing the vis- 
itor said cheerily. 

“Hello! Maguire. Glad you managed 
to get around.” He glanced at his watch 
and then went on. “You are half an 
hour late I notice. You don’t get over 
your bad habits do you?” 

Maguire chuckled as if a compliment 
had been paid him. ‘“Y’know how it is. 
S’many people want me just can’t help 
it. It’s the result o’ bein’ popular.” Then 
he laughed in evident pleasure at his 
own wit. 

“Meet my son, Eric, Maguire. He’s 
come to help me run the store as I 
told you.” Turning to Eric he went on 
“This is Maguire, our bookkeeper. I’ve 
told you about him. He keeps me from 
making mistakes.” 

Eric shook hands with the little fat 
man and noticed how soft and lifeless 
his grip seemed. Eric felt an instinctive 
liking for the man, a liking, however, 
that was tempered with good natured 
contempt. 

Before Eric could say anything, Paul 
continued talking. “I asked Maguire to 
drop round this morning to have a talk 
with you. I’ve told him that you are 
going to look after the books and that 
whatever you wanted in the way of 
records he was to attend to. Suppose 
you two go into the office and see what 
you can do.” 

The young man looked blankly at his 
father. Then pulling himself together 
he spoke. “That’ll be fine, Mr. Maguire. 
Come and hang your hat in the office 
and let’s have a chat.” He led the way 
to the rear, all the time however his 
mind was grasping the significance of 
his father’s action. It meant that he 
had won his point with his father and 
this was the fine old jeweler’s way of 
telling him so. How thoughtful and tact- 
ful; no feelings hurt, no words neces- 
sary. Eric realized for the first time 
that words can be a confounded nuisance 
sometimes, and that an unspoken action 
is a golden silence. 

“Well, well, well,” Maguire rubbed his 
hands together as if in great satisfac- 
tion. “To think that you are going to 
take over the books. I remember you 
when you wore short pants. Ha, Ha, 
Ha.” 

Eric could not see anything so very 
funny in the man’s remark but said 
nothing about it. Instead he suggested 
that they sit down while the new plans 
for expenses and for the writing down 
of assets were discussed. The bookkeep- 
er listened carefully to all that Eric had 
to say. Then he coughed, smiled broad- 
ly and rubbing his hands together said: 

“Very well put. I got th’ idea right 
off. I’ll make th’ changes at once. That 
is, as soon as I can get to it. Probably 
some time next month. Y’ got good 


sense, young feller, and I see where me 
an’ you’ll get on great.” 
Eric didn’t feel so sure about the 
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getting on together, but he said noth- 
ing about that. No need to make a fuss, 
besides the man may not be so innocuous 
as he seems. So thought Eric as he 
gave Maguire further information on 
his ideas for correcting the bookkeeping 
differences between the book and the 
actual value of the business. 

In half an hour the matter was fixed. 
Maguire put on his hat to go when Eric 
asked him suddenly. “Tell me, Mr. Ma- 
guire, who’s the best real estate firm 
in town?” 

“Real estate? real estate? Hm, lemme 
see. Well, now, I suppose Cartwright 
& Bicknell are as good as any. Y’ not 
thinking of gettin’ married are you, 
Eric? An’ while I think of it, I wish 
you’d drop th’ mister stuff. It don’t 
sound friendly, does it?” 

“T haven’t even got a girl, let alone 
thinking of getting married.” Eric 
chuckled as he spoke. Then he became 
more serious as he thought of Judith 
Somes, although why he should think of 
her then he did not know. “I’m not 
wanting a house agent, but someone who 
handles store property.” 

“Store property? Say, Eric, are you 
and y’ father thinkin’ o’ takin’ on an- 
other store? or p’rhaps you were thinkin’ 
o’ moving?” 

“Oh no,” Eric replied glibly, “it’s a 
personal matter. It’s . ts for a 
friend.” He hardly knew what he 
wanted, himself, yet he felt he had some- 
thing definite to do when he thought 
his ideas through. 

“Hm, now lemme see. If it’s store 
property I’d say Hopper’s th’ fellow for 
you. Go see him an’ say you come from 
me; or I’ll see him for you if you wish. 
P’rhaps I can save you botherin’ about 
it?” The little man was _ obviously 
anxious to find out what it was all 
about. But Eric merely said it was no 
bother and he’d look after it himself. 
As there was nothing else to say, Ma- 
guire put on his hat and leisurely 
strolled out of the store. 


During the afternoon Eric took out. 


his map of Brent and studied it care- 
fully. He had determined to go more 
thoroughly into the question of store 
location, for he was more than ever con- 
vinced that one reason for the falling off 
in trade during the past few years was 
not so much on account of the selling 
methods of the store as on account of 
the change in trading locality. Of 
course he felt that his father ought to 
add some of the more popular items of 
gifts and jewelry which were selling so 
well in department stores, but the most 
important thing to look into was the 
question of location. 

“Now let’s see,” he muttered to him- 
self. “It looks as though the two blocks 
on the other ‘side of Central Ave., 
from Maple to Avery were the-best. The 
high hat stores all hang around that 
section, and if we were there I figure 








we would be in the middle of things 
just about as this store was when 
Grandpop opened it.” 

Telling his father that he wanted to 
“give a couple of streets a whirl” he 
stepped briskly out of the store and was 
soon going up Central Ave. and care. 
fully checking up the stores and their 
general appearance. He noticed that 
the quality of the stores seemed to be 
falling off in Maple St. on the “other 
side of Central Ave,” even though some 
good stores were there. Grant St, 
which was one block further up, was 
unquestionably the best street, although 
Avery St., still another block away, had 
many splendid stores. It had a newer 
and less settled appearance, however, 
than Grant St. 

“Now if we could get something on 
Grant St. we would be right where we 
belong,” he decided. Feeling that he 
had a pretty clear impression of the 
section he started back to the store. As 
he passed the Brent Department Store 
he thought of the girl in the jewelry 
department. Hardly realizing what he 
was doing he passed through the revolv- 
ing doors and walked to the jewelry 
counter. There was Judith, looking as 
sweet as ever. He felt glad that he had 
come in. 

“Hello Judith, how’s tricks? I 
promised to come and see that new stuff 
you have from my old firm. How about 
giving me an eyefull?” 

“Ha! Enter little Eric. Glad to see 
you. Now I’ll make you wish you was 
selling real classy stuff like this.” ‘The 
girl dived down to some low drawers 
back of the counter and came up with 
some trays filled with attractive en- 
semble jewelry. Eric handled it with 
pleasure. He understood it, and under- 
standing it, he naturally appreciated it. 

“Real swanky, I’ll tell the world.” He 
looked at Judith with that frank ex- 
pression which two people who love the 
same kind of things give to one another. 

“You said it. Why don’t you put in 
some. You don’t know that Washing- 
ton’s dead in your joint. Get wise, young 
fellow and give the deah public what it 
howls for.” She held up a necklace as 
she spoke and gazed at it admiringly. 

Eric found he was staring at the girl. 
She sure was good looking, and how she 
could make you want what she liked. 
The very way she held up that necklace 
and admired it was enough to make a 
sale. Who could doubt the value of 
something which was so obviously ad- 
mired. Then he found his tongue again. 

“You said something. I like it, believe 
me, but the boss is kind o’ old fashioned. 


At that he’s no slouch” Eric added feel-' 


ing that he might have been disloyal to 
his father for a minute. “Just the 
same, big eyes, you are right, this is 
what the public wants, and I believe in 
feeding it what it hollers for. I’ll have 
to get the governor to put in a line of 
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And then we’ll have to get you 


it yet. 
ome and manage the department.” 

Both the young people laughed at the 
thought, but as a floor walker came 
along then, Eric felt it wise to go. He 


did so, saying as he left: “I'll drop in 
again one of these warm days. Perhaps 
you'll stop and have a soda with me some 
night. Got courage enough for that, big 
es?” 

ahr come from a line of Indian killers. 
Now beat it or I’ll have to listen to a 
tale of my crimes from old flatfoot.” 
She gave Eric the suggestion of a wink 
and turned away from him. He left 
the store feeling that Brent was a pretty 
nice place after all! 

Paul Waterford was not so blind as 
Eric had thought. While Eric was 
checking up on locations his father had 
called up Bijah and asked him to drop 
in the store if he could. If happened 
that the plumber was on his way to a 
call which would bring him right past 
the jewelry store, and he would be there 
in 10 minutes. 

“What’s up now, P. W.?” this was 
the abrupt greeting with which Bijah 
met his father-in-law. 

“J just wanted to ask you a question, 
while Eric is out of the store. You 
know his crazy idea that we ought to 
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move up to somewhere the other side of 
Central Ave. He’s gone out to look at 
that section again, I know, because he 
left his map on the desk, and he’s been 
poring over it this afternoon. Can you 
say anything to him that will get him 
away from the idea?” 

“If you want me to I will, but I 
wonder if the kid is as crazy as you 
think? Why not let him have his head 
for a bit. After all, you want him to 
use his head and if you stop him you 
might kill some of his initiative. Better 
let him play with the idea a bit. If it’s 
a bum one, he’ll get on to it. And it 
might be that he’ll get somewhere with 
it and surprise you.” 

“You seem to think we may be poorly 
located then?” Paul asked anxiously. 

“IT don’t know, P. W. but I find it 
good business to keep an open mind on 
things. The trouble with so many 
fellows is that they just won’t admit 
that they might be wrong, or that things 
could be improved. Get me?” 

“Hm.” Paul tugged at his moustache 
thoughtfully. “Then you think it best 
to let him have his head?” 

“Yep, that’s what I should do. The 
kid’s thinking, and that’s more than 
most of ’em do. You know, P. W., that 
kid has shaken things up here more 
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than you realize. He’s got you thinking 
about expenses and so on from a new 
angle. Honest, I didn’t think you would 
change a blessed thing, but you sure 
are all right. There’s plenty folks 20 
years younger than you who suffer from 
frozen brains. This business will be 
O. K. so long as you are so willing to 
listen to new ideas and so long as Eric 
keeps his pep and ginger. Well, Ill 
have to slide along or I’ll be late for my 
call.” 


Paul felt better for Bijah’s visit. 
Somehow he felt younger and in a more 
receptive mood for new ideas than he 
had ever been before. He hardly realized 
that Bijah had cleverly played on his 
emotions and so stimulated him to a 
more liberal attitude toward new things 
and new ideas. 


When Eric returned he smiled up at 
his father, and his father smiled at him. 
Each felt he was playing a very clever 
game, and neither realized that Bijah 
was the man who had played the shrewd- 
est game of all. 


Had Eric realized that his venturing 
into the real estate field was to lead to 
so much trouble he might not have been 
so chipper! 


(To be continued) 





Merchandising Calendar 


and cut out of cardboard. Cardboard 
easels were employed to support the cut- 
out figures. 


A Detroit jeweler introduced into his 
display a representation of a pipe organ. 
ALos Angeles jeweler displayed a table 
set for the wedding breakfast. A Lon- 
don, England, display took the form of 
an immense book, called the “Book of 
Gifts for the Bride.” ‘The center of the 
Pages were cut out and the gift sugges- 
tions were posed behind them to give the 
effect of a catalog page. A _ jeweler 
built a representation of a local church 
in his window. This church was to be 
the scene of numerous weddings in June. 
The entire structure was built of card- 
board, even to the steeple. Another 
jeweler contented himself with display- 
ing photographs of some of the famous 
cathedrals of the world. 


All of these displays partake of the 
theatrical and spectacular, but they get 
the attention of the crowds and the 
jewelers get their custom. Dramatic 
displays are worth while. 


There are many ways in which the 
Graduation displays can be given a dra- 
matic touch. Dolls representing girl 
graduates can be used in a similar man- 
her to that mentioned in the foregoing 
for brides. Pennants, class colors, class 
pms, mortar-board caps and_ similar 
symbols connected with school life may 


(Continued from page 37) 


be used to ‘secure attention to merchan- 
dise suitable for gifts to graduates. 

While watches and jewelry should be 
prominently suggested as suitable gifts 
for the graduate, minor items should not 
be neglected. Pens, pencils and less ex- 
pensive gifts will be given as gifts by 
many, and the jeweler should get this 
business instead of other merchants. 

Quite naturally men’s jewelry and 
watches will be the merchandise dis- 
played during any visualization of Fa- 
ther’s Day in the windows during June. 
A jeweler found that a display of jewel- 
ry suitable for men, watches and chains, 
smoker’s accessories, pens and pencils, 
bill folds and similar items sold in satis- 
factory quantities through the addition 
of a toy easy chair and a doll dresed 
as “Father” taking his ease within its 
depths. 

Many other items of merchandise may 
be dramatically exploited in the win- 
dow display by the jeweler. One jeweler 
borrowed a grass mat from a friendly 
store and vissualized a picnic through 
the posing of vacuum bottles, camping 
kits, a compass, field glasses, a camera 
and similar items closely connected with 
a day in the woods. 

Another jeweler visualized lemonade 
sets in actual use by having three of 
the glasses filled with lemonade, a piece 
of lemon floating on top, and a couple 
of straws. in each glass. 





Travel accessories were dramatically 
exploited by a toy railroad train and a 
toy yacht displayed in the midst of the 
items of merchandise useful to travelers. 

Dramatic displays of this character 
not only appeal to the prospective cus- 
tomer because of their human interest, 
but because of the admiration of the 
jeweler’s ingenuity in using the acces- 
sory additions to his displays. 

An authority recently stated that 81 
per cent of the jeweler’s sales can be 
traced to his window displays. If this 
large percentage of sales are produced 
by window displays it shows the great 
importance of window advertising. The 
majority of jewelers have to depend 
very largely on their displays to secure 
sales, so the need for something to at- 
tract attention to his offerings is quite 
plainly apparent. 








A big increase in diamond sales is re- 
ported by I. Berman, Altoona, Pa. Sev- 
eral carat stones have been sold, but the 
call is mostly around the $200 price. 
Speaking of the store as a whole, Mr. 
Berman stated that down payments were 
better than a year ago, with collections 
quite good, so that in his estimation, 
all indications point to a very good June 
business. While conditions are far from 
normal, a definite better trend is noted. 
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How to Sell More Men's Jewelry 


(Continued from page 25) 


than one ring and of changing their rings with their 
dress. The signet ring may be advocated for business 
wear, the emblem ring for travel, the stone ring for for- 
mal wear, etc. 

SCARF PINS—at present becoming increasingly popu- 
lar. This vogue for men appears to be on the upward 
trend. Feature scarf pins now. They are being worn 
and every jeweler should emphasize the present mode. 

TIE CLASPS—a line that should be more popular among 
the better classes. Every man wears a clasp for sum- 
mer—show a large assortment of types and styles. 

COLLAR BUTTONS AND SETS—a line the haberdasher is 
gobbling up with avidity, because the jeweler has been 
too meek in his exploitation of this very necessary part 
of a man’s attire. Advocate the “spare” collar button 
set. 

CuFF LINKS—an every-day need with all men. 

SMOKER’S ACCESSORIES—The cigarette case, the cigar- 
ette lighter, the cigar cutter and other novelties of this 
type can be sold in increasing numbers through proper 
presentation. New devices have always enchanted man. 


Mechanical tricks and mechanism of any kind will in- 


‘terest many men. 

BELTS AND BELT JEWELRY—a line that has received 
more attention from jewelers in later years. 

SAFETY RAZoRS—A line that has dwindled in impor- 
tance to the jeweler through mass production. Still, 
this line, with manicure sets, toilet articles and similar 
accessories used in daily life, may be more largely sold 
through careful selection and aggressive advertising. 

KNIVES—a line that can be greatly enlarged. 

PENS AND PENCILS—a line that is largely sold as gifts, 
but with favorable possibilities. 

A survey of the foregoing lines carried for men would 
indicate great possibilities for increased business 
through advertising and publicity that would awaken 
men to the more extensive use of each class. 

To widen the extent of business in men’s jewelry 
there will have to be considerable pioneering and much 
educational advertising, which should then be followed 
by an intensive effort to sell. The market must be en- 
larged for the sale of these lines. 

There is no reason why the jeweler should not strive 
to become known as the “men’s jeweler” of his com- 
munity. It would be an easy matter to add to all adver- 
tising the phrase, “Specialists in Men’s Jewelry.” But 
that in itself would not do the trick, because the men 
would expect something more than that. They would 
expect an adequate stock of men’s lines, and an adequate 
stock would include more novelties and a wider range 
than the average jeweler usually stocks. The men would 
expect more knowledge of men’s needs, of men’s modes, 
and of men’s novelties from the jeweler. 

It would be a good plan for the jeweler desiring to be- 
come the men’s jeweler to have a distinct men’s depart- 
ment in his store. This department should be alongside 
of the women’s section if it could not otherwise be ar- 
ranged. A room of its own would be best, one where men 
could come and lounge and smoke. A man who knows men 

and their traits should be in charge. The average 








jeweler could not go as far as this, because of his store 
limitations, but the men’s department can be located in 
a quiet part of the store and be presided over by a man’s 
man, at the very least. 

With a men’s department at the disposal of the men 
the jeweler should set out to make this department a 
favorite place for men, even though each time a man 
drops in he does not intend to make an extensive pur- 
chase. Financial and sporting information, club and lodge 
news would be the chief topics of the patrons of such a 
department, hence it will be advisable to have some of 
the leading periodicals specializing in these things avail- 
able to patrons. 

Even though the jeweler cannot go farther than in 
having his men’s lines together in his store, he advances 
his opportunities considerably. The chief value of this 
lies in having the men learn where to go for their 
jewelry, instead of having them put to the necessity of 
asking questions every time they want something. The 
segregation of the men’s lines into a department gives 
the customer the impression of larger stocks and larger 
variety. This is an advertising asset in itself. 

There is another advantage in being known as the 
men’s jeweler. During the gift seasons the merchants 
in men’s lines set up a good argument in the slogan, 
“Get your gift for a man in a man’s store.” The jeweler 
having an extensive men’s department will have the ad- 
vantage of this argument at the time it is most needed. 

There are many advantages to extending the sale of 
men’s lines to men. 

First, we have the increased sales to men and the 
increased consumption of men’s jewelry by men. 

Second, we have the possibility of selling these 
same men more jewelry gifts for women. Men are 
good buyers of feminine gifts. They often turn to 
flowers and confectionery when they would rather 
give a more lasting gift—if they knew what to give. 
Frequent visits to the jeweler’s store will enlarge 
the knowledge of his stock among the men, and the 
appropriateness of many of his articles as gifts will 
soon be recognized. 

Third, the probability that more women will buy 
men’s jewelry in the store catering directly to men. 





Large Gems Popular 


LIP-ON brooches, bracelets and even rings feature 
strongly the new fashion for a large, brilliant-cut 
diamond as the central motif of a jewel design. 

This tendency for larger gems—the fashion has grown 
steadily during recent years—seems to have reached its 
zenith of expression in the set of exclusive jewels which 4 
well-known Duke recently presented to his Duchess. 

Besides a magnificent diamond pendant in which one 
of the world’s largest famous historical diamonds is 
framed, this fortunate lady has a round half dozen brace- 
lets studded with large gem stones and a clip brooch set 
with a lovely rose pink gem weighing over twenty-five 
carats, according to the London correspondent of the 
National Jewelers’ Publicity Association. 
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Why 


(Continued from issue of May 8) 


NEW WATCHES ARE SOMETIMES OVER- 
OILED 


Watch for oil on hairsprings. Overoil 

is worse than none. You all know that. 
Some watchmakers still persist in using 
too much wax dust, and they do the 
added injury of brushing in this wax 
until it becomes a tough surface that oil 
will not penetrate, but will gum up. 
Watch out for such jobs. A watch plate 
or a jewel hole, to be right should feel 
tight to the soft finger touch, not rough 
or gummy. Remember that a watch has 
but little power with which to resist ob- 
struction. 
_ Most of you are asking the ability to 
do more watches daily than you are able 
to handle. To adjust in any form, even 
new watches, to take out small troubles, 
one would count himself well satisfied to 
do 25 a day. To do good, first class gen- 
eral rough repair for actual timekeeping, 
take eight for the slow man and 10 for 
the fast man. Let modesty be your 
guide. “Hurry never made a good watch, 
nor did it keep one going.” 

In my own family there are four 
watch repairmen, and we have repaired 
watches from one coast to another, and 
lam giving you the accumulated knowl- 
edge of all four. One brother watched 
for 15 years over the timing work for 
six of the great railroads. This gave 
him much knowledge of “what makes a 
well watch stop?” I might say that he 
is Adlai Walters of Tacoma, Wash., and 
I taught him some of the tricks that 
he used. He is now chairman of the 
city’s finance department, and would 
doubtless be willing to give a little in- 
terview on the subject. But Adlai does 
not talk as much as I do. Perhaps he 
is a much better watchmaker. 


WuHereE CAN I FIND RELIABLE CORRE- 
SPONDENCE ON HoROLOGY? 


Why, man, yes, this is one you are 
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By MARVIN M. WALTERS 


taking tonight. There is no better ad- 
vice going the rounds in America than 
that which one picks up from the truly 
good, responsible, actual watch repairers 
at the benches of the better shops. 

Read the technical departments of the 
great jewelers’ magazines—that’s the 
best course. There are several good 
books on the subject, such as the smaller 
treatments on the “Escapement” the 
“Hairspring,” etc. I don’t know that 
anybody has taken the time to write 
a full book on “what to do from the time 
I pick up the watch until I hang it on 
the timing rack.” That would comprise 
a big book. It might be so abstract that 
the average man couldn’t make much out 
of it. I would say that by following the 
technical articles in two or three of the 
best magazines, that would constitute 
the best correspondence one could find 
on watchmaking. 


ARE HOROLOGICAL SCHOOLS HELPFUL 


Yes, indeed. Most any school where 
there is at least one truly good, success- 
ful general repairman—at least one 
man who has carried on a good bench 
work for 10 or more years covering a 
variety of watches—the more such folks 
the better—would help one. Six months 
in such a school, providing making 
watches were the object and not mak- 
ing more money for the school, would 
do any of us good. Yes, I think there 
is much merit in most of the horologica) 
institutes. 


TALK MUCH WITH GOOD WATCHMAKERS 


Go into factories. Send for the litera- 
ture which those factories put out on 
their models. Get samples of their train 
wheel plates, plates that show just the 
size and cut of escapement and other 
wheels. If not metal, hole-cut plates, 
then paper picture plates, on which you 
can lay your stripped wheel to see if 
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Lo Watches Come Back? 


it is round, properly cut, as to teeth and 
manner of cut. 


MAKERS OF WATCHES OR REPAIRERS 


Watchmaking is one industry and re- 
pairing, servicing, is another work, in 
many respects different. ‘The fact that 
a man has been in a factory and has 
made a part of a watch or had adjusted 
watches would not fit him per se for 
general repair work even on that partic- 
ular brand of watch. There are some 
wonderful general men in the manufac- 
turing of watches, but they are not look- 
ing about for repair jobs. 

[THE END] 








Spider Speeds Up Clock 


HILE engaged in business at Moore- 

field, W. Va., a clock having an 18 
inch dial was constructed and placed on 
the outside wall of our room, writes E. 
C. Beaty, Fairmont, W. Va. This clock 
indicated the time to citizens who passed 
along and also served as a sign, our firm 
name being on the dial. Through a 
small hole in the wall, a delicate steel 
rod was connected with an eight-day 
clock. This timepiece was carefully 
watched and its variation was not in- 
tentionally allowed to exceed one-half 
minute. One morning the faithful hands 
indicated five minutes ahead of time, over 
night. A little searching revealed an 
unusual occurrence. 

A spider had constructed a web of 
marveious circular and lacy beauty and 
with skill peculiar to himself, attached 
it both to the pendulum rod and the side 
of the clock-case. The attachment was 
made above the center of oscillation, 
hence the gaining rate. The writer re- 
gretted to destroy this swinging map of 
beauty, the product of a tiny creature, 
whose work was greatly finer than the 
workmanship on the clock. 
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We actually recover 
every grain of value 


from sweeps, polishings, filled cases, plated 
scrap, obsolete yellow gold mountings, etc., ; 
and pay highest market price always, be- ons “4 
cause we use the refined metal. teen 


THOMAS J. 


DEE. SCO. 


55 E.WASHINGTON ST. CHICAGO 











employ 
traveling 
gold buyers 








“GUARANTEED” 


PLATINUM 
Accurate Assaying 


AND 
of Scrap Metal IRIDIUM 
Let us send you a check for P LATINUM 


your old jewelry, sweepings and (In all hardnesses ) 
polishings. Through our accu- | FOR JEWELERS 


rate refining we give you full 








for immediate 
shipment at 


A 
competitive prices 


allowance for all precious met- 
al content — platinum, palla- 


dium, gold and silver. 
“THE WORLD RENOWNED HOUSE” 


Johnson Matthey & Co., 


INC. 
15 West 47th Street 
NEW YORK 
Telephone Bryant 4645 
May We Solicit Your Inquiries? 


Spyco Smelting & Refining Co. 
51 South Third St., Minneapolis, Minn. 

















eee FRANCO AMERICAN eceeee e000 0000008808888 eee 
PRECIOUS METALS 
CORPORATION e 


| DEALERS AND REFINERS GOLD, SILVER and 
PLATINUM METALS 
* 


General Office: 


[@©CCCCOCOCCOOCOCOOCOOOOOEOOOC® 62 West Forty-seventh Street, N. Y.C. @ @ @ 
WORKS: NEWARK, N. J. 
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United States Patents 


Issue of May 13, 1930 


past 952. MACHINE FOR CUTTING UN- 
BREAKABLE WATCH CRYSTALS. 
MILTON C. CAMPBELL, Chicago. Filed 
Dec. 5, 1927. Ser. 237,725. 4 claims. 

A machine of the character discribed, com- 
prising a frame, a rotary shaft mounted 
horizontally in said frame, means for turning 
said shaft, a chuck on one end of said shaft 
adapted to hold a watch or watch bezel, a 
holder on the opposite end of said shaft for a 











blank from which to cut a crystal, a follower 
adapted to follow the edge of the crystal-re- 
ceiving recess of the bezel, a tool arranged 
to act on a blank carried by said holder, and 
a mechanical connection between said foi- 
lower and tool to cause the tool to cut a 
crystal for use in the bezel as said shaft is 
oo to synchronously turn the chuck and 
older 


1,758,447. FINGER RING. Louis Haro.p 
LieBs, Woodhaven, N. Y. Filed June 28, 
1929. Ser. 374,561. 1 claim. 


A finger ring comprising a band circum- 
ferentially separated intermediately by a cut 
of complex irregular curvature whereby two 
bands are formed having matching indentured 


4 
ns” 


edges facing one another throughout their 
circumferential extent, so that the bands can 
be matched by bringing them together while 
on the finger. 


DESIGNS 
Issue of May 13, 1930 


81,148. CLOCK CASE. Jgsse T. Ruopes. 


GRE) 








1929. 
Term of patent 7 years. 


Brooklyn, N. Y. Filed Nov, 25, 
Ser. 33,555. 


The ornamental design for a clock case as 





shown. 
81,161. CLOCK BASE. JoHn O. SIMPSON, 
Bristol, Conn., assignor The E. Ingraham 


Co., Bristol, 
Ser. 33,980. 


Conn. 
Term of patent 14 years. 





The ornamental design for a clock base as 


shown. 
United States Trade-Marks 
Issue of May 13, 1930 
The following trade-marks are published 


in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this application. 


Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 


opposition. 


Ser. 291,249. Tork CLocKs, 


Filed Oct. 18, 1929. 


TELEMASTER 


For Clocks. 
Claims use since Oct. 4, 1929. 


Inc., New York. 


Ser. 297,195. THe MARK JEWELRY Co., New 
York. Filed March 12, 1930 


Applicant disclaims the word “Gems” 
from the mark shown in the drawing. 


GEMS & 
ENCHANTMENT 


For Finger Rings, Bracelets, and Broaches. 
Claims use since Feb. 21, 1930. 


apart 


Filed Dec. 30, 1929. 


Co., Provi- 
1930. 


ARMBRUST CHAIN 
Filed March 25, 


Ser. 297,840. 


dence, R. I. 


AVIATOR 


For Bracelets and Wrist-Watch Bracelets. 
Claims use since on or about July 12, 1929. 


Ser. 297,969. ALFRED HUMBERT & SON 
delphia, Pa. Filed March 27, 1 


Wild 
Ros 


For Wedding Rings and Finger Rings. 
Claims use since March 18, 1930. 


, Phila- 
30. 














ROCHESTER, N. Y. 


I. Glaser, jewelry retailer, last week 
began to move his stock and equipment 
from 41 Main St. E., to new quarters 
at 39 Main St. E. Business will not be 
interrupted during the move. Mr. Glaser 
plans to add an optician to his estab- 
lishment, renting him quarters in the 
rear. The new store will cover 125 
square feet. 

Rumors that he was about to sell out 
his retail jewelry business were put at 
rest last week by J. R. White, for 20 
years a Rochester jeweler, now of 94 
Main St. E. Mr. White announced he 
would stay in business and redecorated 
the front of his store. Mr. White re- 
cently acquired the remainder of the 
stock in the firm from his mother. With 
stock left by his father, J. R. White, Sr., 
Mr. White now is sole owner of the store. 


Genesee County Grand Jury last week 
returned an indictment charging rob- 
bery, first degree, against Michael 
Cleary, now serving time on a charge of 
carrying a concealed weapon in Erie 
County Jail, and Harry Adams, be- 
lieved to be somewhere in the South 
West, in connection with the holdup of 
Richard R. Pugh, West Bergen jeweler. 
Cleary, according to Genesee County 
authorities, will be arrested as soon as 
his term is up in Erie County and-taken 
to Batavia for trial. Adams is expected 
to escape trial, since efforts to extra- 
dite him from New Mexico have failed. 
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Safety First In 
Grinding and 
Polishing .. . 


Stop breathing irritating metallic and 
composition laden dust—Otherwise your 
breathing apparatus will get all clogged 
up—and that’s dangerous— 


LEIMAN BROS. 


PATENTED 


POLISHING 
Dust Collector 


Get the free information 


LEIMAN BROS., Inc. 


23 (BA) Walker St. 
New York 


ne 





1 Watch Dial Service} | 


aul All leading watch importers—jewelers and 
i. watchmakers indorse this service. 





RADIUM 
Si Dials Guaranteed Against Tarnishing. 


Raised gold figure dials refinished—missing figures sup- 
plied. Clock and Chronometer dials refinished like new. 


Write for Price List 


P. J. BREIVOGEL 
15 Maiden Lane New York City 








MESH BEAD 
BAGS SILVERWARE ~ BAGS 


EXPERTLY REPAIRED AND REFINISHED LIKE NEW 


PRECISE ATTENTION TO EACH DETAIL OF 
REPAIR, SKILLFUL REPLACEMENT OF MISSING 
PARTS AND ORNAMENTS, AND EXACTING CARE 
IN HAND FINISHING, POLISHING AND PLATING 
ASSURES THE SUCCESSFUL HANDLING OF EACH 
JOB REGARDLESS OF SIZE, QUANTITY OR CON- 
DITION. YOUR SATISFACTION IS GUARANTEED. 
WE ARE EQUALLY WELL EQUIPPED TO DO YOUR 


PLATING 


GOLD—SILVER—PLATINUM—CHROMIUM 


ws. wasasn ave SWARTZ & CO. 





OnIcAGge 








ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 


GOLD, SILVER and PLATINUM 
Refiners and Assayers 
709 Sansom Street, Philadelphia 














ELGIN and WALTHAM 


REBUILT WATCHES 
BRAND NEW CASES WATCHES GUARANTEED 


Descriptive Circular with Prices Mailed on Request 
Special Prices to Quantity Buyers 


Berk Merchandise Co., 152 West 42nd St., New York 


























Makers of good machinery for 40 years 


, IF YOU HAVE ANY MERCHANDISE { 


* that you want to convert into cash or into good receivables + 





® CONSULT a 
, RUDOLPH SCHWEIGER, Broker 4 
D> 48 W. 48th St., New York Tel. Bryant 6776 4 
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Oses city It solders 


latinum. 
ter. 


and oxygen 
gold. white’ gold, silver, 


es quicker, ten times 
Ask for free folder J. 


se 4 iny Street 
« Hokle Ine? ees 








